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LATCH CATCHES IN 





If Operating on Smaller 
Stocks Is Still Your Policy 


You 


.. SLOT HOLDS DOOR 
PEN, 





Sterling 


Need Our Service. 


Sound business these days dictates conservative yet adequate 
buying. So present tendencies are for merchants to order 
enough goods for current needs and the immediate future only. 


We heartily endorse the idea and desire to call to the attention 
of all dealers our favorable position to serve you in this respect. 


It is NATIONAL policy to supply the dealer direct, and we 
maintain ample stocks for this purpose. When you need goods 
in a hurry you simply mail in your order. It is filled and 
started on its way back to you the same day as received. 


This prompt service, together with our central location and 
expeditious shipping facilities, permits the dealer to do the 
same amount of business with a reduced stock. And this in 
turn means faster turnover on a smaller amount, of invested 
capital—a practice that boosts up profits and leaves more free 
money for other lines. 


The latch illustrated is our No. 25 Swinging Door Latch. Made 
entirely of steel with sherardized bolt and rounding face that 
works easily on roller-shaped edge of strike. Unbreakable 
brass spring. Japan Finish. 


An excellent latch for cellar, wood-house, chicken-house, barn 
and all other out-buildings. Full details are contained in catalog. 
Write for a copy showing a full line of Builders’ and Garage 
Hardware. 


NATIONAL MANUFACTURING CO. 
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EDITORIAL COMMENT 


What Does Your Inventory Mean? 


HERE is a new year in the offing, and 
an old year on its last legs. Soon mer- 
chants all over the United States will be 
taking their annual inventories and find- 

ing out what they have done in 1922. To many 
it will be merely a tiresome bit of routine. To 
others it will be a guide book for the year ahead. 
The serious aspect of it is the fact that so many 
business men fail to utilize the facts disclosed 
by their annual inventory. 

To the real business man, the inventory re- 
veals much. It shows him whether he has gained 
or lost, and how much. It brings to light slow 
moving and dead stock. It brings him to a reali- 
zation that certain lines to which he has pinned 
a profit faith are really losing money, while other 
seemingly unimportant lines are paying well. It 
gives him a vision of himself as a buyer, a seller, 
and a stock keeper. It points out his mistakes 
and his good moves. Like a thermometer it 
records his business temperature, but it leaves 
the treatment in his own hands. What is the 
value of knowing your business ills, unless you 
use that knowledge as a basis for cure? 

Hardware inventories this year are going to 
reveal both over stocks and under stocks, and one 
is as bad as the other. They are going to bring 
to light some errors in buying and many in- 
stances of poor selling. The fact that an article 
does not move from your shelves does not neces- 
sarily signify that it was not properly pur- 
chased. It may have been poorly displayed, 
poorly advertised and seldom offered to purchas- 
ers. This is not a buying period but a selling 
one. People are not asking for all kinds of mer- 
chandise. They have to be shown, and there is 
behind every article in your stock a real, vital 


reason why some one should buy it. If your in- 
ventory does nothing more than stir you to bet- 
ter selling it will have paid you well. 

Make use of your inventory this coming year. 
Take it honestly and fairly without hoodwinking 
yourselves. Study it as a table of facts and fig- 
ures, but remember that facts and figures do not 
eliminate judgment. Regard the facts and fig- 
ures as true, but let judgment determine the rea- 
sons and plan accordingly. 

Last year the inventory of a Kentucky mer- 
chant showed a loss in a certain department. 
The proprietor decided to cut out the line. Then 
a traveling salesman advised him to make a thor- 
ough investigation. He did, and found that the 
department was heavily .overstocked on slow- 
selling items, and understocked on quick-moving 
items. The man in charge of the department was 
found to be unable to accurately pick the items 
which sold best. The rate of turnover for the 


department was one and one-half times. The 
dealer reconsidered his decision. He cut down 
the over stock and built up the short lines. He 
planned displays and sales arguments. He 


pushed the lines, taking a monthly inventory of 
the department, and its rate of turnover to date 
is six times. It is showing a very substantial 
profit. 

The fact is that most of us have bad mental 
eyesight. We get the facts and figures, but we 
either fail to see them, or see them in the wrong 
light. We accept them as fixed conditions, when 
they should be regarded as soundings to deter- 
mine our future business course. 

The wise merchant will spend much more time 
studying and analyzing his inventory than he 
does in taking it. 
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INDOW trimmers are com- 
\ pelled to solve problems in 
realism that are much more 
exacting than any of the problems 
with which the novelists have to 
deal. To a certain extent the novel- 
ist can trust to the imaginations of 
his readers. But the window trim- 
mer works with concrete objects that 
can be seen with the naked eye, that 
can be touched with the palm of the 
hand — objects, in short, which are 
commonplaces in the daily lives of 
every man and woman in the land. 
Window trimming will probably be 
regarded some day as one of the 
most difficult and important of the 
commercial arts. To-day it is in the 





~ 


early process of development. It has 
not yet been recognized fully, nor in- 
deed have all of its potentialities 
been discovered. 

The window displays that illus- 
trate these pages are notable exam- 
ples of corroborating evidence, and 
we offer them in support of our 
statements. 

Take, for example, the display 
representing the inside of a hunting 
cabin which was trimmed by A. G. 
Frese for the Balfour Hardware Co., 
Savannah, Ga. Here is a display in 
the window of a hardware store 
which, for fidelity of detail, for the 
creation of atmosphere, for the num- 
ber of related articles displayed and 
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The 
Window 
Trimmer 
Asa 
Realist 


for the development of an idea to its 
logical conclusion, has probably sel- 
dom been surpassed anywhere in 
America. 


Mentioned in Newspaper 


The Savannah Morning News on 
Oct. 29 commented on Mr. Frese’s 
craftsmanship as follows: 

“One display which has drawn the 
attention of passersby unfailingly 
during Fair Week for its timeliness, 
its fidelity to detail, and the atmos- 
phere it carries is that of the Bal- 
four Hardware Co., which portrays 
the interior of a hunter’s cabin. 
Scores of pedestrians have stopped 
before this exhibit during the week 





This display of the Christenson Hardware Co, Nampa, Idaho, is one well calculated to awaken the hunting fever in any man. 


This is the kind of window that changes gazers tnto customers 
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A. 





G. Frese, who 





trimmed this win- 
dow for the Balfour 
Hardware Co. of 
















Savannah, Ga., has 
succeeded in devel- 
oping realism to its 
fullest extent, 
Everything a hun- 





ter needs may be 














this dis- 
play—guns, clothing 
or equipment — it’s 


found in 


all before your eyes 











and in the early hours of the night. 
There was always a group of spec- 
tators commenting upon the window 
scene. 

“The interior of the cabin room is 
done in cypress bark with a brick 
fireplace and wall decorations of a 


typical hunting lodge, including the 
antlered racks for rifles. In the cen- 
ter of the room is a rough deal table 
of slabs with seats of short length 
logs. To the right of the table is a 
bunk on which the occupant’s out- 
door clothing is scattered. The floor 


is covered with skins of animals, 
some of which are splendid speci- 
mens of beasts not found in America. 
The artificial fire blazes at night and 
over it is suspended the hunter’s fry- 
ing pan. 

“On the table are carelessly ar- 





















Window trimmers 
will find many 
worth while sugges- 
tions in this display 
of the Byrum Hard- 
ware Co., Ensley, 
Ala. F. L. Richter, 
who decorated this 
window, has also 
admirably succeed- 
ed in giving his 
work an outdoor 
touch that will pro- 


duce real sales 





di 


ranged the minutie of camp life, 
with nothing essential overlooked, 
and a pair of large ‘bones,’ essential 
or not, as you like, prominently dis- 
played. A medicinal compound la- 
beled Cedarbrook, or something like 
that, indicates that the occupant has 
not been well.” 


Good Hunting in Alabama 


The window display of the Byrum 
Hardware Co., Ensley, Ala., which 
was trimmed by F. L. Richter, man- 
ager of the sporting goods depart- 
ment, is a window of a different type 
and in its way fully as remarkable. 
Will W. Nelson, a correspondent in 
Birmingham, Ala., sends us the fol- 
lowing information regarding this 
display: 


A Display Rack for Game 
Traps 
T this time of the year pro- 
fessional and amateur trappers 
are out after game during every 
spare moment. The hardware dealer 
in every community is expected to be 
fully equipped in order to supply the 
required equipment. Foremost among 
the trapper’s needs is a full set of 
game traps. The popular models 
come with a ringed chain for con- 
venience in staking to the ground. 
But how can the dealer handle these 
traps in an easy manner and give 
them adequate prominence by dis- 
playing them in sight. 

J. R. Taylor, proprietor of J. R. 
Taylor & Co., Little Falls, N. Y., has 
solved the problem with a simple yet 
highly efficient rack which he de- 
signed and _ constructed himself. 
The illustration clearly tells the 
story, giving the proper dimensions 
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“Now that the hunting season is 
opening up in Alabama, with plenty 
of quail, squirrels and other game, 
the hardware dealers are doing a 
good business. 

“In the Birmingham district the 
dealers handling sporting goods are 
showing some of the most attractive 
windows ever seen in this city. The 
window shown at the Byrum Hard- 
ware Co., Ensley, Ala., a suburb of 
Birmingham, was decorated by F. L. 
Richter. It is considered one of the 
most attractive sporting goods win- 
dows in the city this season. 

“Hardware dealers handling sport 
goods are all enjoying a good trade 
this fall, and they are anticipating 
a fine business all winter. In some 
sections of Alabama there are a good 





of all parts. The cross board is 
secured by the use of four common 
stove bolts—two at each end. 

The little squares containing the 
price figures represent small white 
price cards placed directly over the 
hook containing the traps at the 
given price. The side supports are 
cut from lengths of “two by fours,” 
the cross board is taken from one 
inch planking. The base stands can 
be made to suit the individual’s 
tastes. Mr. Taylor used the stands 
from an unused table he had de- 
stroyed. 

The hooks on which the traps are 
suspended are five wire clothing 
hooks, twin hook type. Mr. Taylor 
has placed this rack along the sales 
aisle directly in front of a counter 
on which is found a show case con- 
taining ammunition, flashlights and 
sundry hunters’ needs. A rack of 
this type could be altered to suit a 
wider variety or less floor space. 
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many wild turkey and some deer, 
while in the swamps of the southern 
part of the State are still to be found 
some black bear. In practically all 
sections of the State there are, this 
season, more gray squirrels and quail 
than for a number of seasons past.” 

The other display was sent to us 
by the Christensen Hardware Co., 
Nampa, Idaho, without the name of 
the window trimmer or any informa- 
tion. As a matter of fact it needs 
little. The details were carried out 
effectively and the merchandise was 
displayed with consummate skill in 
grouping. 

Every year the skill of hardware 
window trimmers is becoming more 
noticeable and more of a factor in 
the science of modern merchandising. 


A Matter of Minutes 


URING the fighting at Monte- 

bello in Napoleon’s great drive 
for military supremacy in Europe, 
the energetic little French leader 
suddenly ordered Kellerman to at- 
tack with 800 horses. The French 
cavalry separated 6000 Hungarian 
grenadiers and opened the way to 
victory right before the eyes of the 
Austrian cavalry half a league 
away. 

It took a quarter of an hour for 
the Austrians to reach the scene of 
battle—too late. It is those quar- 
ters of an hour that often decide 
the fate of battles and of lives. 

If there is “nobody home” when 
opportunity knocks, it passes on 
ungrasped. Those wasted quarters 
of an hour’mitigate against success 
in any job. Can’t expect to ad- 
vance if you don’t make the min- 
utes count. 

No one pays you for your time. 
Your time is not worth a cent to 
your employer or yourself. It is 
what you put into the flying min- 
utes that brings home the bacon. 

Study and prepare that your cav- 
alry may be in position for the 
attack when the crucial moment ar- 
rives. When you work, work. Make 
every minute count in accomplish- 
ment. It is thus that the world’s 
work goes on. Only by top speed 
production from every workman 
can world industry get on its feet 
and normalcy of work and prices re- 
turn. 

Do you work eight hours? There 
are 480 minutes. Make them count. 
Fill them faithfully with 100 per 
cent production.—Morris Dry Dock. 
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The music of the pipes of Pan 

That once with sprightly echoes ran 
From craggy heights to ferny glen, 
And back to cloudy heights again, 

Bequest its haunted hills to man. 


The Renaissance had passed away 
While troubadours and minstrels gay 
Sang songs of love and great re- 
nown, 
In old Provence and Paris town, 
And left their songs to crumbling 
clay. 


Through centuries as the slaves of 
Death 
learned the 
breath— 
Though men in country and in 
town, 
Still sing of love and great re- 
nown— 
We’ve freed the human voice from 
Death! —C. D. 


We've value of a 


Facts on Musical Hardware 


voices of Italian tenors, and 

the full orchestration of Phil- 
harmonic concerts, may now be 
heard six days a week with leisurely 
enjoyment in many hardware stores 
throughout the country. 

If a specific instance is required 
we have but to mention that the 
hardware firm of Harrison & Gould, 
Inc., Milford, Conn., carries a stock 
of phonographs and records valued 
between $4,000 and $5,000. It turns 
over its stock of phonographs three 
times a year, and its stock of records 
four or five times annually. 

“What do you do to attract new 
customers and hold old ones?” we 
inquired of Charles W. Harrison, 
senior partner of the firm. 

“We circularize a selected list of 
customers and prospects monthly,” 
he replied, “and of course send out 
monthly announcements on_ the 
arrival of new records. We demon- 
strate different types of machines 
and different kinds of records in spe- 


De as as and Gounod, the 


cially constructed, soundproof booths 
in the store, and carefully explain 
the details about the construction 
and workings of the different ma- 
chines. 

“In order to hold old customers 
and attract prospects,” Mr. Harrison 
continued, “it is very important to 
carry an up-to-date line of records 
both new and classical. 


Window Displays Essential 


“Of course, window displays are 
essential. We invariably have a 
special window display once or twice 
a month devoted to phonographs and 
records exclusively. A good display 
always invites inspection, and in 
conjunction with the windows we 
run newspaper ads and send out 
circular matter.” 

“What are the most essential 
things for a hardware dealer to do 
to make this line successful?” we 
asked Mr. Harrison. 

“Our own experience has led us to 
believe,” Mr. Harrison said, “that 


one of the most essential things is 
the careful selection of an intelligent 
man or woman to take charge of the 
department. If it can be arranged I 
believe most dealers will find it more 
than worth while to have the man or 
woman in charge of the department 
take a factory course of instruction 
in the manufacture of machines and 
records, and also in phonograph and 
record salesmanship. 

“Of course, this is not essential, 
but we believe it is very valuable to 
the salesman, to the store and to the 
store’s customers. More than half, 
we believe, depends on the ability of 
the salesman or saleswoman. The 
balance depends on the carrying of 
sufficient stock and the proper 
methods of demonstration and ad- 
vertising. 

“The best time of the year, of 
course, is just before Christmas, and 
we have found that special efforts 
then more than compensate us for 
any trouble we take to advertise and 
demonstrate the line.” 
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Pettee € Co., Oklahoma City, Okla. 
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At the top of this page is shown a section of the toy department in the store of W. J. 


The doll section is pictured directly above 


Building Future Business 


HE truth of the old saying, 

“Youth will be served,” has 

been demonstrated from time 
immemorial by the child with his 
toy. The right of the child to his 
toys is a right that laughs at pov- 
erty, and even in those homes where 
the necessities of life are luxuries 
no Christmas can pass without some 
addition to the little one’s stock of 
playthings. The child must have 
something to occupy his slowly ex- 
panding faculties. It is no rare 
sight to see a youngster in torn 
clothing and shoes without soles with 
his roller skates and coaster wagon, 
because mothers always put toys 
near the top of their list of neces- 
sities. 

From the earliest times, the ser- 
vices of the toy-maker have always 
been in demand, and the output to- 
day, diversified and enormous as it 
is, has difficulty in keeping pace with 
the demand. The retail outlets are 
also increasing tremendously be- 
cause toys are always salable and 
afford a very satisfactory margin 
of profit to the merchants handling 
them. 
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Through a Toy Department 


Hardware merchants are among 
those who have recognized the de- 
sirability of catering to the peren- 
nial requirements of the little ones, 
and the number handling toys and 
dolls is steadily increasing. Toys 
are not only very profitable in them- 
selves, but they are in addition a 
means of substantially increasing 
sales in other departments. 

When a child comes to buy a toy 
except, perhaps, in the case of the 
smaller and least expensive play- 
things, the mother almost invariably 
accompanies it. Mothers, of course, 
are not themselves interested in toys, 
but they are interested in other 
things carried in a hardware store, 
decidedly interested. Many an ar- 
ticle of hardware or housefurnishing 
is sold, and many a new, permanent 
customer is made while a child is 
trying to make up its mind whether 
he wants a tricycle or a coaster 
wagon. When a child sees a toy in 
the window of the hardware store, 
with which his parents do not trade, 
it is not long before they investi- 
gate it and, incidentally, the inside 
of the.store displaying it. In this 
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Pettee’s juvenile furniture department is a sales producer for the store. Above 
some of the vehicles this store carries for little boys and girls 








we see 
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way, toys enable the hardware mer- 
chant to reach the parents through 
the child, and there is no surer way 
of establishing cordial and lasting 
relations. A child who buys his 
toys at a hardware store will, within 
a few short years, buy his radio set 
there, and a little later everything 
he requires in the way of hardware 
and housefurnishings. 


Get Ready for Christmas 


Christmas is but a few weeks away 
and toys are in the ascendancy. 
Many hardware merchants, who at 
other seasons of the year fail to 
avail themselves of this popular 
avenue of profit, will install the line 
for the purpose of profiting by the 
Christmas demand. Their profits 
will, of course, be satisfying—they 
always are at this season. But it is 
not reasonable to expect that they 
can be as large or as satisfying as 
they would be if they were pushed 
all twelve months of the year. 

Thousands of toys, such as veloci- 
pedes, tricycles, roller skates, cars, 
coaster wagons, etc., which are essen- 
tially outdoor toys, are sold at the 
Christmas season, but many thou- 
sands of them are sold throughout 
the spring, summer and autumn 
when the weather is sufficiently warm 
to permit their use. 


Auto 


UNIQUE stunt is being em- 

ployed this year by Bruce 
Towers, the window designer of 
Mohr-Jones Hardware Co., Racine, 
Wis. Mr. Towers takes old automo- 
bile casings and wraps them with 
red or green paper festooning and 
makes them into effective Christmas 
wreaths for decoration about the 
store and in the windows. 

A Ford casing is about the right 
size, but larger casings can be used 
to advantage. The festooning comes 
in large balls and can be obtained in 
almost any color; however, bright 
red or green are desirable for Christ- 
mas trimming. If this is not avail- 
able strips of crépe paper can be 
used and applied just the same way 
as the paper covering is applied to a 
tire when it is received from the fac- 
tory. More desirable than crépe 
paper would be red velvet or heavy 
silk, which should be applied in the 
same manner. The wreath when 


covered should be decorated with red 
silk bows and embellished with holly 
branches. 
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One of the most complete and at- 
tractively arranged hardware store 
toy departments in the country is 
that of W. J. Pettee & Co., Oklha- 
homa City, Okla., views of which ac- 
company this article. Pettee’s has 
carried toys for many years, and the 
fact that this line steadily continues 
to grow in extent and variety demon- 
strates that this company regards 
playthings as an important avenue 
to prestige and profit. Success in 
the sale of toys, as in everything 
else, depends upon the manner in 
which they are pushed, and Pettee’s 
success with this line argues a pro- 
gressive merchandising policy. This 
company long ago recognized the 
importance of proper window and in- 
terior displays, and a glance at the 
accompanying illustrations will show 
how effectively they have worked 
out this important detail. 


200 Dells Sold in One Day 


This company has also found that 
special sales are a very important 
means of stimulating sales in this 
department, and on one day last 
summer more than 200 dolls were 
sold in this way. 

These dolls were purchased in the 
spring expressly for this particular 
sale, which was held in order to 
stimulate business during the com- 
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paratively dull spell in midsummer. 
The price at which these dolls was 
sold represented a substantial profit. 

This sale was of course announced 
in advance in the local newspapers, 
and for two days before it was held 
several of the store windows were 
given over to dolls, bearing big price 
cards containing the date of the sale. 
The result was that the entire lot 
was disposed of before closing time. 

Three features of this sale stand 
out: First, that the dolls repre- 
sented a very good purchase from 
the customer’s standpoint; second, 
that the company made a very good 
profit on a short time investment; 
third, that merchandise of this kind 
can be sold out of season when given 
the right publicity, backed by a reli- 
able reputation. 

Sales of this type may be judi- 
ciously employed by the hardware 
merchant with satisfactory results, 
not only because of the profit in- 
volved but because there is no surer 
way of concentrating the public at- 
tention on a store. People who are 
not regular customers of a store will 
visit it when a sale is in progress 
in order to secure bargains, and if 
they are pleased with the nature of 
the regular stock and the service, 
the chances are they will become 
regular customers. 


Tires as Christmas Wreaths 


Sometimes, decorators hang them 
on concealed nails and others sus- 
pend them with red curtain cords. 
These wreaths are inexpensive and 
they certainly add a wonderful note 


Is This the World’s Largest 
Hand-Saw? 


The hand-saw shown in the illustra- 
tion is believed by those who have seen 
it to be the largest ever made. This 
record-smashing saw was_ recently 
made to specifications furnished Henry 
Disston & Sons, Inc., Philadelphia. 

It was made for a special purpose— 
to cut rolls of paper wound on brass 
tubes. Many of these paper rolls are 
24 in. in diameter while the brass 
tubes are generally 2 in. with 1/16-in. 
walls. The mighty sweep of this 48-in. 
hand-saw goes through the tight ma- 
chine-rolled paper and brass tube with 
equal ease. 

The saw stands the height of a small 
boy and the blade is about twice the 
size of any ordinary hand-saw blade. 


of Christmas spirit to the store and 
windows. Some dealers’. sprinkle 
Christmas snow over them, which 
serves to add considerably to their 
appearance. 
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HE motorist is essentially an 
outdoor man. Even though 
his preference is for a closed 

car his use of the machine brings 
him out into the air. As a rule he 
likes to get away from the bigger 
cities and stretch his legs about the 
woods, mountains or_ seashore. 
His car will take him to any of 
these places, in real comfort. It 
will give him transportation plus 
the sport of driving. So in selling 
the motorist why not consider him 
not merely as a mechanical man 
and think of him occasionally as 
more than an enthusiastic driver. 
The motorist is often a good tennis 
player, baseball fan, a man who 
likes to go hunting and one who 
takes a camera along because he is 
fond of making snapshots of scenic 
effects. 

This angle is well worth consider- 
ing, particularly at this time of the 
year. The drivers who continue to 
take long Sunday rides and fairly 
extensive week-end tours are many 
in number. They keep up this prac- 
tice during the entire weather and 
enjoy it. Surely you will grant 
that they are real sportsmen. 





A Combination Display 


Last summer the Phillip Gross 
Hardware Co., Milwaukee, Wis., 
dressed a window intended to ap- 
peal to both the touring and sport- 
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This Display Increased Sales 300 


Per Cent in Two Departments 


ing element at the same time. The 
photograph of this display repro- 
duced on this page shows us that 
one section was given over to the 
accessory department and the other 
to the sporting goods department. 
In short, it was a combination win- 
dow. It showed fishing tackle and 
bait baskets, photographic supplies, 
golf equipment, a bicycle, a model 
sailing yacht for the son of the 


This story tells how one 
firm succeeded in increasing 
sales by means of a double 
appecl through the medium 
of window display. It’s a 
good idea and may be ap- 
plied to other departments 
in the store. Think it over 
and then put your thoughts 
into execution. 


sportsman, vacuum jars and bottles, 
baseball goods, picnic necessities, 
outboard rowboat motors, sport 
clothes, lunch kits and various 
other sport items. Through it all, 
however, the main display in the ac- 
cessory section dominates and 
makes the motorists stop and look 
at the window. The appeal is di- 
rected at them to keep their cars in 





proper mechanical shape, and they 
are also reminded of the fact that 
their next consideration should be 
the Gross sporting goods depart- 
ment. 

“How did this display benefit this 
store?” was one of the questions we 
asked. We were informed that for 
the duration of this particular dis- 
play business in the sporting goods 
and auto accessories was increased 
300 per cent. This surely answers 
any dealer’s inquiry as to whether 
or not the motorist can be influenced 
to buy sporting goods. 


A Standard Sales Tonic 


This plan might not serve as a 
standard sales tonic, but it is a dis- 
play scheme worth giving window 
space to occasionally. Try it out 
the next time you plan either an 
accessory or a sporting goods win- 
dow. Also remember that many of 
your sport-loving customers are fine 
prospects for the auto accessory de- 
partment. In this way the two de- 
partments can work together for 
mutual and joint profits. 

Why not have your window trim- 
mer study this suggested display as 
shown in the window of the Phillip 
Gross Hardware Co. of Milwaukee? 
If he has some thoughts of a joint 
window along these or similar lines 
give him the opportunity to try the 
combination idea. 
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(a4 \ \ 7 ATCH your step’—‘“Keep 
your eye on the ball” and 
other truly pertinent 

American brevities that have to do 
with the power of observation are 
familiar to every salesman. Every 
man who makes his living by the 
fine art of selling knows consider- 
able about “Keeping both eyes 
peeled” and what he sees is woven 
into what he says and how he acts. 
The book salesman doesn’t try to sell 
the “‘Life of Jesse James” to the cus- 
tomer garbed in ministerial apparel 
nor does the gas appliance specialty 
artist endeavor to dispose of his 
wares in houses where there is no 
gas line. 

Our powers of observation are 
good enough to chase us away from 
all sorts of people and to put us at 
work hard in other places more apt 
to be productive. 

But some men seem perpetually 
to say the right thing at the right 
time. Their sales arguments are al- 
ways pat—they have the nodding or 
smiling approval of people at the 
very jump off. Their sales run into 
big figures and they usually have 
the price of a ton or two of coal, and 
that’s the sort of a chap we want to 
know better. 


Introducing Casey 


I met a salesman a short time ago 
who holds high honors in a big New 
England sales force. Several hun- 
dred men are selling his line every 
day in the year. He works for a big 
gas company selling gas appliances. 
His work is commonly known as 
house-to-house-canvass. His name 
isn’t Casey but that’s his nation- 
ality. He doesn’t hang around wait- 
ing for St. Patrick’s day to wear a 
green tie. He’s Irish and as fine an 
example of wit, humor and smiling 
courage as you would want to know. 

I had been hearing of Casey’s 
earning power and went out of my 
way to meet him one night. We hit 
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it off and over a cigar in a cozy cor- 
ner in a Boston restaurant he told 
me how he happened to be the best 
salesman in his line in all New Eng- 
land. 

“It’s plain observation,” he said, 
“just a simple way a’ sellin’ things 
and knowin’ what they stand for. I 
never make a call that the things 
I see don’t tell me what to shoot at 
and how to aim.” 


What Casey Learned Through a Tube 


He gave me numerous examples 
and finally I said, “Here, Casey, take 
me through one of those houses and 
tell me what you observe from start 
to finish.” ‘“You’re on” he laughed 
and this is his story: 

“I’m selling Radiant Fire Gas 
Heaters,” he said. “I won’t tell you 





—“say the right thing at the right time” 


how I get into houses but I have no 
latch key at large. It’s what I see 
when I’m in that you want. Well, I 
go into an apartment house. In the 
little hallway outside the first set 
of locks is a tube system over which 
we send a line of conversation that 
gets us in or leaves us out. Most 
men look on those speaking tubes as 
enemies. They’re among my friends 
because beside each of them is a 
name plate with my prospective cus- 
tomer’s name either engraved or 
printed or scrawled for me to see 
and use and think about. You can’t 
always tell about a card, but a lot a’ 
times it helps. Then when I use that 
tube I have a chance to practice 
judging people by their voices. 
When I first began this work I made 
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Observation 





By Roy F. Soule 


so many mistakes of judging people 
by their voices that I began to won- 
der how many misjudged me by the 
way I sounded through a tin tube. 


Reasons Back of the High Voice 


“Well, that helped a lot and I 
learned that frequently a _ sharp- 
voiced woman on the top floor didn’t 
mean to use the high pitch on me. 
She probably had a couple of cryin’ 
kids hangin’ on to her skirts while 
she talked or she had left the supper 
dishes the night before and was 
tackling a double dose of the most 
disagreeable job in housekeeping. 
Occasionally I hear the voice of a 
woman who has been handed a morn- 
ing beating by the old man, and fre- 
quently I hear the voices of women 
who have to run houses with just 
about 25 per cent less money than 
they should have in order to do the 
job fairly well. But all their voices 
mean to me is what they tell me to 
say and how to say it. 


Sales Indicators in the Halls 


“Finally I hear the click-click- 
click of a door unlocked by a push 
button above and I drop the tube 
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—‘mistakes are made by judging people 
by their voices” 


and hot foot for the opening before 
she changes her mind. Every step 
through that lower hall, upstairs 
and through the upper hall I am siz- 
ing things up. The quality and con- 

















UMI 


December 14, 1922 


dition of the floor—the lights—the 
paper or paint, all these things talk 
‘neighborhood’ to me. 

“Then I arrive at the door of my 
prospect. There again I must use 
my head. A woman may look like 
Sam Hill in the early morning be- 
cause she is cleaning up her house 
and tackling the dirty work first. 

“Well, I get in and in the usual 
apartment I go down a hall. There 
I do some more observing. The out- 
side hall where it’s the janitor’s job 
may be slovenly, yet the inside hall 
may fairly sparkle. 


The Living Room Alive with Pointers 


“We go into the living room. I’m 
selling a heating specialty. The liv- 
ing room tells you more about a fam- 
ily than any other room. I look for 








—“‘do we suggest a vulcanizer?” 


the piano-player or plain piano— 
the Victrola—the wireless. These 
modern luxuries tell me that other 
specialty men have succeeded in this 
home. The number of records or the 
number of piano-player rolls or the 
continued equipment of the wireless 
tell me if they have the money to fol- 
low through. 

“Of course the furniture is an in- 
dicator. In my line I look for a fire- 
place as well as other methods of 
heating. The exposure is all im- 
portant—are the windows on the 
windy side and are those windows 
loose—drafts are friends of mine. 
The living room reflects family hab- 
its. It’s the community room. By 
looking for favorable signs you can 
usually find convincing evidence that 
some one in that house is with you 
and it helps mentally. — 


A Line on the Lady and the Man of the 
House 


“In the kitchen. The stove—the 
lighting—the hot water, the cooking 
utensils. Glass cooking ware—alu- 
minum—fireless cooker—table and 
top—ironing system—vacuum clean- 
er, these are things I see and you bet 
I use them. 

“In the den I can tell the habits of 
the owner in just no time. What he 
smokes—what he reads—how he 
plays. In the dining room the pres- 
ence of an electric toaster—a good 
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percolator—an electric waffle iron 
together with dishes and furniture. 

“Say, what’s the use! There are 
things to observe in every man, 
woman, child, dog or cat about a 
place that have to do with what I am 
selling. Every room is filled with 
signals that tell me the next play. I 
used to think that geraniums were 
old fashioned flowers, but I studied 
them until I can talk geraniums 
with a florist. 

“How do I use these things to 
build ‘business? 

“Well, first they tell me if purse 
strings are loose or double knotted, 
then they tell me if the house is one 
of flash interest or of the enduring 
kind. Observation let’s me_ see 
clearly any well-defined need, but 
above all else it gives me a ground 
of common interest on which to 
start or prolong an interview which 
I gradually turn to my line.” 

Of course Casey took me into the 
other rooms of the house but we 
have covered enough to make our 


point. Casey goes slowly but he 
gathers in the business. Are we as 
alert? 


Seeing Around the Corner 


When a customer comes in to buy 
a new tube do we suggest a vulcan- 
izer? Does a hinge order automati- 
cally tip us off to a hasp or a lock? 
Does a household buyer of finishing 
nails suggest the nail set he does 
not own and will probably need? 
Does the sale of a gasoline lantern 
suggest the sale of extra mantles 
and an extra burner? We know 
they come back for these necessities 
quickly, but we do not observe or we 
fail to cash in on what we do see. 

The sale of a cross cut saw waith- 
out the sale of a saw set and files is 


a lot like eating butter without 
bread. They just naturally go to- 
gether. Do our “observers” tell us 


that a cold man in an automobile is 
a warm prospect for a robe? 

Do we observe that from our vil- 
lage four girls have gone away to 
college or finishing schools? Sure, 
but do we couple that up to the cer- 
tain demand for four chafing dishes, 
Christmas suggestion in order? 


Country Vision 


We observe that a farmer is a 
farmer, but do we make it our busi- 
ness to visit with farmer customers 
and in that visit ask what they are 
planting this year? The farmer will 
like that conversation. Workmen 
like to talk about.what they are do- 
ing, and the talk should cause us to 
observe some future hardware needs. 

When we are out for the Sunday 
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spin in Lizzie or the limousine do we 
observe the barns and houses that 
need painting? Do we observe the 
need of new fences? Do we spot the 
new garage just started—sure we 
see these things but do we follow 
through with fencing—paint and 
garage fixtures? 


Moving Day 


Do we observe moving day and 
send a man around to sell the things 
the housewife needs but won’t go 
out to buy because she looks far 
from her best or because the new 
phone isn’t in? Tacks—picture 
wire, moulding hooks, electric light 
bulbs, gas mantles, a hammer—mov- 
ing time makes known needs that 
would get ‘by in the even flow of life 
in a settled house. 


Observation for and Against the Clerk 


Do we observe the slow pay tend- 
ency when it first grips a customer? 
Nipped in the bud this habit will not 
gain a grip, but we are the ones to 
do the nipping. 

Do we observe the first tendency 
of slackness among our clerks? Let 
a man get away with two late morn- 
ings a month and he will double it. 
On the other hand do we observe the 
lad who cleans up the ledges and the 
shelving slick as a pin at night— 
who: stays like a good workman to 
clean up his bench after the whistle 
blows? Do we observe the health of 
our employees? Frequently a sur- 
prise day off from the boss will do 
more than medicine. 


Seeing Things Through 


There is so much to observe in the 
hardware business that it’s small 








—“do we observe the barns and houses 
that need painting?” 


wonder that an occasional traveling 
man dresses like a blast of trumpets 
to impress himself upon us. 

Business observation is more than 
just seeing things. It’s observing 
the thing in sight plus seeing around 
the corner to the needs it uncovers. 

To the merchant who holds store 
meetings with his employees a whole 
evening on observation would be 
profitable. 

See things and then see them 
through. 
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The illustration at 
the top shows a 
Christmas booth of 
the Nicholas Hard- 
ware Co., Oak Park, 
Ill. In the center is 
a tool display of the 
Barrett Hardware 
Co., Joliet, Ill. The 
third picture is a 
toy window of the 
Warner Hardware 
Co, 














WO years ago Christy Mathew- 

son, after having been gassed 

in France, was fighting for his life 

against tuberculosis in the Adiron- 
dack Mountains. 

Last week, in Brooklyn, N. Y., he 

led a drive for the sale of Christmas 


In six more months, his 
physician says, “Matty” will have 
won his fight. His lungs will be 
clear of tuberculosis germs. 

Last year more than 100,000 lives 
were saved with the aid of Tubercu- 
losis Christmas Seals. The death 
rate caused by tuberculosis has been 
cut in half. For every two persons 
that died from tuberculosis ten years 
ago only one dies to-day. 

The National Tuberculosis Associ- 
ation, which has branches in every 
State and practically every com- 
munity in the country, appeals this 
year to the business men of the na- 
tion to assist in the sale and dis- 
tribution of Christmas Seals. 

Tuberculosis can be cured or 
arrested by prompt and _ efficient 
medical attention. Unfortunately 
many people who contract the dis- 
ease are unable to afford either the 
money or the time to go to a higher 
altitude for treatment. Many are 
the sole support of families. 

The work of the National Tubercu- 


Seals. 
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An Appeal for Help 


losis Association, through funds ob- 
tained by the sale of Christmas Seals, 
has been able, during the past dec- 
ade, to assume charge of many cases 
which without its aid would have re- 
ceived practically no attention of any 
kind. Furthermore, the peculiar and 
most dangerous thing about this dis- 
ease is that it spreads with extraordi- 
nary rapidity. A person afflicted 
with it is a menace to everybody with 
whom he or she comes in contact. 

Many hardware dealers in the past 
have contributed generously to this 
worthy cause. Some have even gone 
to the extent of sticking Christmas 
Seals on holiday packages delivered 
to customers. Others have alloted 
booth space in their stores for the 
sale of the seals. 

The hardware merchant can do.a 
great deal to further this cause. In 
practically every community the 
hardware merchant is regarded with 
admiration and_ respect. People 
admire his business ability, his pro- 
gressive merchandising methods and 
many have learned by experience to 
respect his judgment. 

In many instances the hardware 
merchant takes an active part in the 
social affairs in his community. He 
is usually a leader in civic improve- 
ment because civic improvement 
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means better business. The hard- 
ware merchant, therefore, is in an 
enviable position to exercise great in- 
fluence for good and to contribute 
largely to the work of stimulating 
public interest in the sale of Christ- 
mas Seals. 

There are many merchants who 
send out circular letters to their cus- 
tomers, particularly around the 
Christmas and New Year’s season. 
It would not be any additional cost, 
nor very much trouble to include in 
these circular letters a short para- 
graph or postscript about the pur- 
pose and benefits of the Christmas 
Seals. There is nothing partisan 
about this matter. It is as broad as 
it is long and benefits all classes, all 
races and all creeds. 

The old adage that ‘Charity be- 
gins at home” directly applies to the 
sale of Christmas Seals. The money 
is spent for Americans in America. 
It is spent for the protection of you 
and yours and in every instance in 
cases that are imperative. 

Buy Christmas Seals, stick them 
on your out-going mail, on your 
packages and in your store window. 
Help in their distribution and sale. 
Give for the sake of relieving human 
suffering! Give for the sake of pro- 
tecting your own life! 
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Some Things Worth Knowing 


About the Insurance 


You Carry 


By GEORGE M. GRAY 


Secretary-Treasurer Ohio Mutual 
Insurance Co. 


Y experience intraveling 

through the various States 

auditing policies discloses 
the fact that the average business 
man, as a rule, does not understand 
insurance. Very often he is not 
familiar with the important details 
in his contract and therefore, through 
lack of such understanding, together 
with the negligence of a great many 
agents, he is not in position to pro- 
tect his insurance rights and use to 
the fullest extent the insurance 
service made available by these com- 
panies. 

Many questions arise in the minds 
of the assured when a serious fire 
occurs that should have been settled 
when the policy was written; hence, 
a thorough understanding of contract 
provisions of the various clauses en- 
ables the assured to know definitely 
what protection they have bought. 


Concurrent Insurance 


The assured should see to it that 
all his policies are written alike; 
that all permits necessary are at- 
tached thereto. In Ohio, under the 
Anti-Discriminatory Law, Form No. 
96 is designated for stocks of hard- 
ware. In this form other insurance 
is permitted, lightning and electrical 
exemption or dynamo clauses are at- 
tached. On buildings the Uniform 
Standard Ohio Mercantile Building 
Form No. 122 is used. This form 
has the required permits that give 
concurrent insurance, and when 
either of these forms is used on 
one policy, all the policies on your 
premises should have exactly the 
same attached. 

If, however, the assured has a spe- 
cial form for his own particular use, 
gone over carefully by a competent 
insurance agent or an attorney, then 
all policies should have these forms 
alike. In other words, a part of the 
policies on stock of hardware should 
not contain Form No. 96 and a part 
of them be written out by the as- 


sured, and what applies on stock 
necessarily applies to buildings. The 
same forms used in Ohio are not 
applicable in many of the other 
States. Recently I audited the insur- 
ance of a friend of mine in New 
Hampshire, and a part of his policies 
had the New Hampshire forms and 
a part had written forms. These 
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Editor’s Note.—George M. Gray 
is an acknowledged authority on 
insurance. He is also a practical 
hardware man in business with 
his brothers at Coshocton, Ohio. 
On a recent Group meeting trip 
through New England, he gave 
such sound, practical advice in 
regard to insurance matters that 
the Editor requested him to write 
this article for HARDWARE AGE 
readers. It is well worth your 
careful study. 





policies should all have had the New 
Hampshire forms. 


The Eighty Per Cent Clause 


If the 80 per cent clause is at- 
tached to your policies, see that you 
understand the contract you have 
made with the insurance company. 
The same thing applies to the three- 
fourths value clause. You should be 
careful to follow the rules regarding 
the use of this clause in the different 
States. From the number of ques- 
tions I have been asked by letter and 
in person, it seems that the 80 per 
cent co-insurance clause is less under- 
stood than any other provision at- 
tached to insurance policies. This 
clause is as follows: 

“In consideration of the rate at 
(and) or form under which this 
policy is written, it is expressly 
stipulated and made a condition of 
this contract, that this company 
shall be held liable for no greater 
proportion of any loss than the 
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amount hereby insured bears to 80 
per cent of the actual cash value of 
the property described herein at the 
time when such loss sha!l happen; 
but if the total insurance upon such 
property exceeds 80 per cent at the 
time of such loss, then this company 
shall only be liable for the propor- 
tion which the sum hereby insured 
bears to such total insurance, not 
exceeding the actual amount of loss 
to the property insured. If this 
policy be divided into two or more 
items the foregoing conditions shall 
apply to each item separately.” 

You will observe that this clause 
has no eftect until both the insur- 
ance and loss fall below the 80 per 
cent of the value. Take the value 
of your stock whether it be $20,000, 
$30,000 or $40,000 and divide 80 per 
cent of the amount of stock into the 
loss, whatever it may be, and multi- 
ply by the insurance carried by the 
insurance companies, and the result 
will be what the company will pay 
and the balance what the assured 
will pay. The principle underlying 
co-insurance is the equalization of 
rates so that the assured pays 
premiums in proportion to the in- 
demnity realized in case of loss. Fol- 
lowing is an illustration: 

The value is $20,000, amount of 
insuran2e required $16,000, loss 
$15,000. The insurance company 
pays $15,000. If the loss is $16,000 
they pay $16,000. If the loss is 
$17,000 the insurance company pays 
$16,000. It has no effect in this case 
because the required amount of in- 
surance is being carried. However, 
on the other hand, suppose the value 
is $20,000 and the amount of insur- 
ance required $16,000, but the as- 
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sured fails to carry but $8,000. 
Should he sustain a loss of $4,000, 
the insurance company would pay 
$2,000, as 80 per cent of the $20,000 
is $16,000 the amount that should 
have been carried, divided into the 
loss of $4,000, gives $250. The 
amount of insurance carried being 
$8,000, the insurance company would 
pay eight times $250, or $2,000. If 
the value was $20,000 and the insur- 
ance carried was $8,000 and the loss 
$10,000, the insurance company 
would pay one-half, or $5,000. 


The Three-Fourths Value Clause 


The three-fourths value clause 
operates in an opposite manner to 
the 80 per cent co-insurance clause. 
The three-fourths value clause is as 
follows: 

“It is a part of the consideration 
for which this policy is issued, and 
the basis upon which the rate of 
premium is fixed, that in event of 
loss this company shall not be held 
liable for an amount greater than 
three-fourths of the actual cash 
value of the property described here- 
in at the time of such loss; and in 
case there is other insurance on the 
property, whether concurrent or not, 
that this company shall only be liable 
for its pro-rata share of such three- 
fourths value.” 

An example of the three-fourths 
value clause follows: 

Take, for instance, the value of the 
property is $20,000 and the amount 
of insurance is $20,000. If the loss 
totaled $18,000 the insurance com- 
pany would pay $15,000, being not 
to exceed three-fourths of the value 
of the property. 


Things to Remember 


See that all your policies give per- 
mission to carry other concurrent 
insurance. 

Keep your policies in some fire- 
proof construction. 

If the 80 per cent or the 90 per 
cent clause is attached, you should 
be familiar with the contract you 
have made with the insurance com- 
pany. This will also apply with the 
three-fourths value clause. 

When the 80 per cent clause is at- 
tached, the assured is entitled to a 
minimum reduction of 10 per cent 
on building and 10 per cent on stock, 
and when the 90 per cent clause is 
attached the assured is entitled to a 
minimum reduction of 15 per cent 
yn stock and 15 per cent on buildings. 
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This is governed by the class of 
building and class of towns in Ohio. 

If the building is on leased ground 
this must be mentioned in the policy. 

Fire insurance does not insure 
bills, evidence of debt, money, notes 
or records, securities, etc., and un- 
less liability is specifically insured 
for loss to awnings, curiosities, 











Did You Ever Stop to Think 


That your business is built on 
friendships—friendships for you, 
your store and your employees. 

That it pays to make a friend of 
every man, woman or child that en- 
ters your store. 

That the freckle faced kiddies 
who pester you with questions will 
be your star customers of to-morrow. 

That the foreigner is very sus- 
ceptible to kindness and courtesy. 

That he will make a mighty good 
customer if cultivated. 

That the customer doesn’t receive 
a cent for the time he spends look- 
ing at your merchandise, but you 
make your living by showing it to 
him. 

That a smile is the cheapest thing 
in your stock, but it holds the great- 
est possibilities for profit. 








drawings, jewels, manuscripts, 
medals, pictures. See lines 38-44 
New York Standard Policy Form. 

All removals and changes should 
be reported to the insurance com- 
pany at once. 

Any insurance company may can- 
cel a policy by giving the assured 
five days’ notice. If the policy pro- 
tects the interest of the mortgagee, 
ten days’ notice must be given him. 

The assured may cancel his policy 
at any time. If the company cancel 
a policy, the return premium is fig- 
ured pro rata. 

The assured should make as care- 
ful examination of his insurance 
policies as he would make on a deed 
for property or a lease for building. 

Read lines 67-91 of the New York 
Standard Policy forms and find out 
what to do when a fire occurs. The 
requirements in case of a loss for the 
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assured are first—to give immediate 
notice in writing to the company of 
any loss or damage, protect the prop- 
erty from further damage, forthwith 
separate the damaged and undam- 
aged property, put it in the best pos- 
sible order, etc. 

Insurance companies do not cover 
on fireworks, greek fire, phosphorus, 
explosives, benzine, gasoline, naphtha 
or any other petroleum product of 
greater inflammability than kerosene 
oil, not to exceed five barrels and gun 
powder not to exceed 25 Ib., etc., un- 
less permits are attached. If per- 
mits are not attached, policies are 
void. 

If you use oil stoves or keep any 
kind of explosives, secure permits. 
You should not use rubber hose at- 
tached to gas stoves. Manufacturers 
of stoves should absolutely refuse to 
sell any dealer a stove having on it 
a connection of rubber hose. Con- 
nections should be made with a 
screw at each end, one end fitting the 
pipe and the other end the stove. 

The assured should welcome in- 
spections which at times point out 
fire hazards, such as oily waste, 
steam pipes in contact with wood, 
rubbish, electric light cords sus- 
pended from nails. Sawdust should 
not be used in an oil room. Use sand 
instead. 

Gasoline in any quantity on the 
premises not properly taken care of 
is more dangerous than dynamite. 
When gasoline is used on the prem- 
ises, a gasoline permit must be at- 
tached. 

In Ohio and other States, the law 
specifies how dynamite must be 
handled. Don’t handle in any other 
way excepting as provided for by the 
laws in your State. 

Remember the policy furnishes the 
only way by which its terms can be 
waived. 

Insure your property for full 
value if possible; never for less than 
75 per cent. 

The proper time to adjust a loss 
by fire is when the policy is taken 
out. The assured should have full 
knowledge of what his policies cover. 
Companies should be prompt in mak- 
ing endorsements or any changes re- 
quested, or furnish information, and 
should make suggestions or means of 
reducing hazards. They should look 
after policies at all times. The com- 
pany should assist the assured in the 
make-up of rates and point out how 
reductions may be obtained. 


When you took out your fire insurance policies was everything clear in your mind or were 


there a few-points you were somewhat hazy about? 


The above article will no doubt clear 


up some of these uncertain points in your mind. Read it carefully for you cannot afford to 





trifle with your insurance 
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Here’s Something 
That Appeals 
to Hunters 
and to 
Workers 


HARDWARE AGE 





A Few Selling 
Pointers for 
the Stores 

Handling 
This Line 


Finding Sport and Profits in Snowshoes 


of winter sports is snowshoe- 

ing, and the sportsman who 
takes to this form of cold weather 
exercise is almost always an enthu- 
siast on it. In many sections the 
use of snowshoes is by no means lim- 
ited to exercise seekers but is often 
a real essential part of occupational 
The lumberman, for ex- 
ample, uses them and they must be 
in excellent condition. An extra 
pair provides for a reserve supply in 
case of breakage. The lumber camp 
is often far from a supply center, 
and those working at this game must 
equip themselves for indefinite pe- 
riods. The R. F. D. carrier in many 
instances must depend on snowshoes 
to make his appointed rounds, for 
three or four months at atime. For- 
esters and game wardens in moun- 
tainous regions are in the same cate- 
gory as the rural letter carrier and 
are also live prospects for snowshoes. 
So are local trappers. 


QO of the most invigorating 


Carry a Good Stock 


If your store is located in a sec- 
tion where there is a fairly heavy 
snowfall which remains for a con- 
siderable period of time, sales oppor- 
tunities are large for snowshoes. It 
will pay you to put in a good stock 
at once. A prominent display loca- 


tion on your main sales floor will 
stimulate sportsman interest and 
will remind the trapper, forester, 
mail carrier, game warden and lum- 
berman that you can fix them up. 

Up in the northern part of New 
York State snowshoes come into use 
early in December, sometimes even 
earlier. The Roberts Hardware Co., 
of Utica, N. Y., lines up its snow- 
shoe stock on display early in No- 
vember. This attracts the people 
who come into the store with these 
articles in mind and many pre-snow 
sales are made. Any of the Roberts 
salesmen will show a customer the 
best and quickest method of lacing 
the shoe to the foot. There is de- 
cided knack about it, for it must 
be secure, yet so tied as to permit a 
speedy release of the foot. The old- 
timers who use snow-shoes in their 
work require no such help, but all 
novices do, and the explanation from 
the store salesman is frequently a 
big feature in closing a sale. 

The salesmen of this store also 
endeavor to give a few pointers as to 
the proper way in which the snow- 
shoes should be used. This, how- 
ever, can be learned best by experi- 
ence. Tying the shoes on is a sim- 
ple trick which any sporting goods 
jobbers’ salesman will be glad to 
show your entire sales staff. These 


two points are important, as some 
people are a little wary of binding 
their feet. 


Display Methods 


The Roberts Hardware Co. shows 
snowshoes on a four-shelf rack that 
is placed to the left of the front 
door. You must see it as you enter. 
The rack accommodates twelve pairs 
on the shelves and about three extra 
pairs may be slung on either side. 
Skiis are also stacked against this 
rack, as the two items are kindred 
spjorting goods equipment during 
the winter season. 

Snowshoe running contests for 
prizes conducted by hardware dealers 
would offer great stimulation to sales 
on this equipment. A novel advertis- 
ing stunt could be worked by a hard- 
ware store. Whenever the snow in 
the streets is heavy enough for 
snowshoes, a man could be equipped 
with a pair and sent out into the 
city to paddle along as many streets 
as possible. If he were dressed in 
a bright-colored mackinaw coat, 
hunting breeches and other sporting 
clothes, he would attract attention 
from all passersby. An oilcloth sign 
could be pinned to his back calling 
attention to the fact that the store 
carries snowshoes and_ sporting 
goods of all kinds. 
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show-cards and price tickets. 

They are to-day recognized as 
being among the most important ad- 
vertising aids for the wholesale and 
retail merchandiser. But from now 
on and until after the holiday sea- 
son every one will be shopping in one 
way or another for the gift season is 
at hand. And there is absolutely no 
reason why every hardware merchan- 
diser cannot get his share of the 
holiday business. 

The giving of practical gifts has 
always been a sensible idea and is 
growing in favor yearly. The end- 
less amount of practical and orna- 
mental gift suggestions that the 
hardware store offers makes it the 
family shopping center for all classes. 

The toy and sporting goods depart- 
ment is naturally the happy hunting 
ground for all the kiddies. The sil- 
verware, electrical appliance and 
camera departments offer endless 
gift suggestions for the younger 
smart set, while the many useful up- 
to-date labor saving devices to be had 
in the housefurnishing store 


HARDWARE AGE 


Show-Cards 
Will Make Your 


Holiday Windows 


More Attractive 


The Final Lesson of the Single- 
Stroke Egyptian 
Alphabet 


By JOSEPH BERTRAM JOWITT 


value and judicious use of neat at- 
tractive show-cards and price tickets 
cannot be over estimated. 

It is not sufficient to place your 
house in order for the holiday rush 
and end all preparations for the fes- 
tival season with just a handsome 
window display—The finishing touch 
is not there unless there are a few 
price tickets or a descriptive show- 
card with some compelling, attrac- 
tive illumination. 

“I would like one of those electric 
coffee percolators you have in your 
window for $10.98.”—This is every 
day conversation in the hardware 
store that believes in signs. This 
customer had placed a limit on the 
price she intended to pay for a per- 
colator and the store with the price 
plainly marked got the sale. 


The Necessary Strokes 


There are but twenty-six letters in 
the alphabet, and all the strokes 
necessary for a beginner to practice 
in order to construct these twenty-six 
letters are to be found in the word 
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“ORANGES.” It is simply a case of 
manipulating the different strokes 
used in these seven letters. If the 
reader will follow closely the follow- 
ing explanation he will see just how 
these different strokes may be ap- 
plied. 

The letter A you already have. All 
the strokes necessary to construct 
the letter B are found in the letter 
R. The letter C is the basic forma- 
tion of the letter G. To make the 
letter D you simply have to draw an 
upright line through the center of 
the letter O. The letters E and F 
are practically the same but one 
short horizontal stroke needed to 
transform the F, into an E. The prin- 
cipal strokes in the letter H are the 
same as in the letter N; a short hori- 
zontal stroke crossing at the center 
completes the letter. 

Any one of the four upright 
strokes used in the letters R, N and 
E are the basic strokes for the let- 
ters J, J and L. The three strokes 
used in mzking the letter K may be 
found in the letters A and N. Also 
from these two letters may be 





solve the problem “What Shall 
We Give Mother?”—And last 
but not least, comes Dad. 
Where is there a red-blooded 
man who does not love to look 
into the window of a hard- 
ware store? For him there 
are endless gift suggestions in 
practical tools to add to his 
useful and highly prized chest 





and here and there a “wished 


' taken the four strokes used in 











—also guns, and fishing tackle | 


for” accessory for the automo- 


constructing the letters M, V,. 
WwW, X, Y and Z. 

This is the final instalment 
4) of the single stroke Egyptian 
| alphabet illustrating letters O 
_ to Z with the Egyptian 
numerals. 

The Egyptian numerals look 
particularly well on _ price 
tickets and are considered the 
easiest of all numerals to 
make. 


a 








bile. 
Competition is keen and the 


- The cards sl.own on this page will serve to stimulate ‘ 


Christmas buying. 


The Egyptian alphabet is 
divided into two groups of 
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round and square letters. (See dia- 
gram on the bottom of alphabet 
plate.) The round letters are: B, C, 
D,G, J, O, P, Q, R, S, U. The square 
letters are: A, EL, F, H, I, K, L, M, 
N, T, V, W, X, Y, Z. A small com- 
pass and a “T” square will help the 
beginner practice separately on the 
two groups of letters. 

The popular size price tickets for 
holiday displays are 1% by 2 in,, 
2 by 3 in., 3 by 5 in., 4 by 6 in., 5 by 
7 in. The popular sizes for descrip- 
tive show cards, are 9 by 12 in., 11 
by 20 in., 11 by 14 in., 14 by 22 in. 
and full size sheets 22 by 28 in. 


The Use of Seals 


There are many wholesale station- 
ers where Christmas and holiday 
seals may be purchased in dozen lots 
quite reasonably. Some of these are 
heads and figures, of Santa Claus, 
little Christmas trees, etc. and if 
pasted in one corner of a price ticket 
they give a wonderfully festive effect, 
They offer a large selection of sizes 
suitable for all price tickets. The 
Christmas colors are of course red 
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Here’s another suggestion for a show- 
card featuring a particularly useful gift. 


Effective shading serves to improve the 
card’s appearance 
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and green and this color scheme looks 
well on white show-cards if not over 
done. For example, have lettering in 
green with price in red, or have all 
lettering and price in dark green 
with a narrow bright green and red 
stripe around the edge of card. Keep 
border stripes at least 1 in. away 
from the outside edge of the show- 
card. 


The Needed Materials 


As this department is constantly 
receiving requests from our readers 
for a definite idea of what a begin- 
ner’s outfit should consist of, the 
writer submits the following: Three 
genuine red sable, show-card brushes 
Numbers, 6, 8, and 12 (specify in 
round ferrules). Three two ounce 
jars of Devoe, Bissels or Carters’ 
water color show card inks, 1 black, 
1 red, 1 green. One set of six, (as- 
sorted) speed lettering pens, one 
small compass and ruler or yard 
stick. If any of our readers are un- 
able to purchase these supplies at 
home HARDWARE AGE will furnish the 
addresses upon request. 













































































This chart shows the last twelve letters in the single-stroke Egyptian alphabet together with the accompanying numerals. 
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One Way of Solving the Problem of 


Price Extensions 

































































ITH the coming of the inven- . . 
tory season, the dealer is . ABLE OF EQUIVALENT PRICES. 
again faced with the prob- PER GROSS, REPRESENTED BY THE FIGURES IN HEAVY ricer ner ig 
lem of price extensions. This year PER HUNDRED, REPRESENTED BY THE FIGURES IN 1 
his problem is perhaps a little more 
complicated due to the fact that 1 4 69} 21 de 58} 41 po 47 - vo gee = - 2.5 * 
3 2 |00.01 39} 22 |00.15 28] 42 00.29 16] 62 |00.43 05 ; 4 
saa ge a ou = 3 [00.02 08| 28 [00.15 97] 43 [00.29 86] 68 |00.43 75] 88| 00.57 64 
packing their merchandise by the 4 |00.02 78] 24 |00.16 67] 44 |00.30 55] 64 [00.44 44] 84) 00.58 33 
decimal system, while others still use 5 |00.03 47] 25 [00.17 36] 45 (00.31 25] 65 |00.45 14] 85] 00.59 02 
the old gross and dozen system. 6 |00.04 17] 26 |00.18 05] 46 [00.31 94] 66 pe 83 - rope a 
: : : 7 |00.04 86] 27 [00.18 75] 47 |00.32 64] 67 |00.46 52 é 1 
Eventually the decimal — will 8 |00.05 56] 28 |00.19 44] 48 [00.33 33] 68 [00.47 22] 88] 00.61 11 
prevail, because it is the logical one. 9 [00.06 25] 29 00.20 14] 49 |00.34 03] 69 [00.47 91] 89] 00.61 80 
However, until it does, the hardware 10 |00.06 94] 30 |00.20 83] 50 [00.34 72] 70 |00.48 69] 90) 00.62 50 
enchant will Gad the tewing 11 |00.07 64] 31 |00.21 53] 51 (00.35.41) 71 00.49 30] 91) 00.63 19 
Tables of Equivalents wonderful aids 12 |00.08 33] 32 |00.22 22] 52 |00.36 11] 72 [00.50 00] 92 00.63 88 
in pricing his goods and making his 13 |00.09 03} 88 00.22 92} 53 |00.36 80] 78 |00.50 69} 98) 00.64 58 
: t eho 14 |00.09 72] 34 00.23 61] 54 (00.37 50] 74 |00.51 39] 94} 00.65 27 
ERY Ceeeerees. ; 15 |00.10 42] 35 00.24 30] 55 (00.38 19] 75 00.52 08} 95] 00.65 97 
The hardware merchant will find 16 |00.11 11] 36 |00.25 00} 56 |00.38 89] 76 oo ye 5 So = 
* . 17 (00.11 80} 37 (00.25 69] 57 00.39 58] 77 .53 4 7 6 
that the accompanying tables will 18 |00.12 50] 88 |00.26 39| 58 [00.40 28 78 [00.54 16] 98| 00.68 05 
save time to a marked degree and 19 00.13 19] 39 |00.27 08] 59 |00.40 97] 79 |00.54 86] 99] 00.68 75 
they are well worth consulting in 20 |00.13 89} 40 00.27 78} 60 |00.41 66) 80 00.55 55] 100) 00.69 44 
every way. Inasmuch as the mer- 
chant is pressed for time during the - These figures can be used for arriving at the equivalent of any - 
present season their value may be amount by pointing off differently, thus: 
readily appreciated. The equivalent of $0.72 per gross is $0.50 per hundred 
a “ “ “ 7.20 “ “ce “ 5.00 “ “ 
The tables are published through “ “ “ 72:00 “ “ «5000 “ 
the courtesy of Sargent & Co., New If the price is $72.25 per gross add the equivalent of 25 cents 
Haven, Conn. which the table shows is 17 cents per hundred. 
TABLE OF EQUIVALENT PRICES. 
EACH AND PER 100 REDUCED TO PER DOZEN AND PER GROSS. 
a a | a A = 
i es a re ai a | » 
a| gl @ Al Bl & a! gs! B algal & Q/ 8! 8 
Z N e) A N © Z, N o Zz N io) A N oO 
= eo) = = co) ga 5 e) a 5 e) a =) ro) fa 
= jaa Q &, | = QA S wl El QA 'o) | A Oo = en) A is, 
80 | $2) 8m] Se 180) Se] se] se [g0! em | ee | se |g0| sel ee] se} so] se | sa] se 
=< Fah co Fah co) "ST ‘od SH) ee Fic] rt ef ‘Eo = 6 Foca se et | oo ry =F = Poko =) ie — 
Eelialeca| da jeelca ical) ce Slee (eR) cE ES ES ER] ER S| ER ER] Ge 
1 | 1.00/00.12) 1.44] 21 |21.00/02.52| 30.24] 41 |41.00/04.92/ 59.04] 61 |61.00/07.32| 87.84] 81 | 81.00/09.72| 116.64 
2 | 2.00100.24) 2.88] 22 |22.00/02.64| 31.68] 42 |42.00/05.04/ 60.48] 62 |62.00/07.44| 89.28] 82 | 82.00/09.84) 118.08 
3 | 3.00/00.36) 4.32] 23 (23 .00/02.76) 33.12] 48 |43 .00/05.16] 61.92] 63 |63.00/07.56| 90.72] 83 | 83.00/09.96] 119.52 
4 | 4.00/00.48) 5.76) 24 |24.00/02.88) 34.56] 44 |44.00/05.28) 63.36] 64 |64.00/07.68| 92.16] 84 | 84.00/10.08] 120.96 
5 | 5.00/00.60) 7.20) 25 |25.00/03.00| 36.00] 45 |45.00/05.40) 64.80] 65 |65.00/07.80) 93.60] 85 | 85.00/10.20) 122.40 
6 | 6.00|00.72! 8.64] 26 |26 .00/03.12) 37.44] 46 |46 .00/05.52| 66.24] 66 |66.00|07.92| 95.04] 86 | 86.00/10.32| 123.84 
7 | 7.00/00.84) 10.08} 27 |27.00|03.24) 38.88] 47 |47.00/05.64| 67.68] 67 |67.00/08.04| 96.48] 87 | 87.00|10.44| 125.28 
8 | 8.00|00.96| 11.52] 28 |28 .00/03.36) 40.32] 48 |48.00/05.76| 69.12] 68 168 .00/08.16| 97.92] 88 | 88.00/10.56| 126.72 
9 | 9.00/01.08) 12.96] 29 |29 .00/03.48| 41.76] 49 |49.00/05.88| 70.56] 69 |69.00/08.28) 99.36] 89 | 89.00/10.68| 128.16 
10 |10 .00/01.20) 14.40] 30 |80.00/03.60) 43.20] 50 [50.00/06.00) 72.00} 70 |70.00/08.40|100.80} 90 | 90.00/10.80} 129.60 
11 /11.00/01.32) 15.84] 31 |81.00/03.72) 44.64] 51 |51.00/06.12| 73.44] 71 |71.00/08.52/102.24) 91 | 91.00)10.92) 131.04 
12 |12 .00|01.44) 17.28) 32 |82.00/03.84) 46.08] 52 |52.00/06.24| 74.88] 72 |72.00/08.64|103.68] 92 | 92.00/11.04) 132.48 
13 |13 .00/01.56| 18.72] 83 [88 .00\03.96| 47.52] 53 |53 .00/06.36| 76.32] 73 |73.00/08.76|105.12] 93 | 98.00|11.16] 133.92 
14 |14.00:01.68) 20.16] 34 |34.00|04.08) 48.96] 54 |54.00/06.48) 77.76] 74 |74.00/08.88/106.56] 94 | 94.00/11.28) 135.36 
15 |15 .00 01.80) 21.60} 35 (85 .00/04.20) 50.40] 55 (55.00/06. 60) 79.20] 75 |75.00/09.00|108.00] 95 | 95.00)11.40) 136.80 
16 |16 .00 01.92) 23.04] 36 |36.00,04.32) 51.84] 56 |56.00\06.72| 80.64] 76 |76.00/09.12/109.44] 96 | 96.00/11.52| 138.24 
17 |17.00 02.04) 24.48] 37 |37.00104.44| 53.28] 57 |57.00/06.84) 82.08] 77 77 .00/09.24/110.88] 97 | 97.00/11.64| 139.68 
18 |18 .00 02.16) 25.92] 838 [88 .00/04.56) 54.72] 58 '58.00106.96| 83.52] 78 |78.00/09.36)112.32] 98 | 98.00|11.76| 141.12 
19 |19 .00 02.28) 27.36] 39 |39 .00|04.68) 56.16] 59 [59 .00/07.08) 84.96] 79 |79.00/09.48/113.76] 99 | 99.00)11.88) 142.56 



























































20 |20.00,02.40| 28.80] 40 |40.00|04.80| 57.60} 60 ams wien 86.40} 80 |80 .00/09.60)115.20} 100 |100 .00/12.00) 144.00 
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TABLE OF EQUIVALENT PRICES. 
PER DOZEN, REPRESENTED BY THE FIGURES IN HEAVY TYPE, REDUCED TO 
EACH, REPRESENTED BY THE FIGURES IN LIGHT TYPE. 
| 
1/00.00 08]11/00.00 92]21/00.01 75]31/00.02 58]41/00.03 42/51/00.04 25/61|00.05 08/71/00.05 92/81|00.06 00.07 58 
2/00.00 17]12/00.01 00}22\00.01 83/32/00.02 67/42/00.03 50/52/00.04 33/62/00.05 17/72/00.06 00/82/00.06 00.07 67 
3/00.00 25]13/00.01 08/23/00.01 92/33/00.02 75]43|00.03 58]/53|00.04 42/63|/00.05 25/73|00.06 08]/83|00.06 00.07 75 
4/00.00 33]14/00.01 17/24'00.02 00]84/00.02 83/44/00.03 67|54'00.04 50/64/00.05 33/74/00.06 17/84|00.07 00.07 83 
5/00.00 42)/15/00.01 25/25/00.02 08]/85/00.02 92/45|00.03 75]55|00.04 58/65/00.05 42/75/00.06 25/85|00.07 00.07 92 
600.00 50}16/00.01 33/26/00.02 17/36/00.03 00/46\00.03 83/56'00.04 67/66/00.05 50/76/00.06 33/86\00.07 00.08 00 
7100.00 58}17/00.01 42/27/00.02 25]87/00.03 08]47/00.03 92/57|00.04 75)67|00.05 58]/77|00.06 42/87/00.07 00.08 08 
8/00.00 67]18/00.01 50/28/00.02 33]38|00.03 17/48|00.04 00/58/00.04 83/68|\00.05 67/78|00.06 50/88/00.07 00.08 17 
9100.00 75}19|00.01 58]29/00.02 42/39/00.03 25}49/00.04 08/59/00.04 92/69|00.05 75/79|00.06 58]89/00.07 00.08 25 
10/00.00 83}20/00.01 67|80|00.02 50/40/00.03 33]/50/00.04 17/60,.00.05 00/70|00.05 83]80|00.06 67/90/00.07 00.08 33 
These figures can be used for arriving at the equivalent of any amount by pointing off differently, thus: 
The equivalent of $0.06 per dozen is $0.005 each as above 
“ “ “ 0.60 “ “ “ 0.05 “ 
“ “ “ 6.00 “ “ “ 0.50 “ 
“ “ “ 60.00 “ iii “ 5.00 “ 
If the price is $6.60 per dozen add the equivalent of 60 cents which the table shows is 5 cents each. 
TABLE OF EQUIVALENTS. 
UNITS, DOZENS AND GROSSES. 
| | 
Equivalent| Equivalent Equivalent) Equivalent |Equivalent|Equivalent Equivalent|Equivalent 
UNIT in in UNIT in in UNIT in in UNIT in in 
DOZENS |GROSSES DOZENS |GROSSES DOZENS |GROSSES DOZENS |GROSSES 
1 Mo Vas 49 4\4> 49 44 97 82 914 44 150 12% 1 8444 
2 ¥% Hag Or }40 50 4% 5% 44 98 84% Bias 200 16% 1 59444 
3 yy 3444 OF }4 51 414 5May 99 84 9% 44 250 20% 1196444 
4 ¥ Mas Or }46 52 4le 52444 100 84 1004 44 288 24 
5 54o 144 53 4540 5S a4 101 8512 10M a4 300 25 2 Me 
6 4 Vas or Ye, 54 4l4 5M 44 102 81 9 10 144 350 29% y 834 44 
7 Ke Yas 55 442 55444 103 8h2 103444 400 33% 244 
8 % {44 Or Mg 56 424 56/44 104 824 104/44 432 36 
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A Group of Newspaper Ads Which 
Have Demonstrated Their Pulling Power 


Putting Humor in a Saw Ad 


No. 1 (2 cols. x 6 in.). 


T= is a saw ad that everybody 
will read. And while they are 
reading it, they will be thinking saws, 
which, after all, is its main object. The 
ad is neatly set up, looks attractive and 
is easy to read. It is the work of Wil- 
liam Ludlum of the Howard hardware 
store at Mt. Vernon, N. Y. 


Timely Combination Ad 


No. 2 (2 cols. x 10% in.). 

This ad appeared in the current is- 
sue of Dep’s Pep, the monthly store 
paper published by the J. G. DePrez 
Co. of Shelbyville, Ind. In sending us 





HOW TO SELECT A SAW 
Ga 3 


We Suggest— 


For the hunter 

For the liveryman 

For the mariner 

For the babe 

For the printer 

For the musician 

For the seamstress 

For the penman 

| For the editor 

| For the gossip 

i‘. For the athlete 

1; For the bishop 

4 For the broker 
For the horseman 

| For the boxer 

{| For the dentist 

| For the gambler the deal saw 

For the fisherman the drag saw 

For the railroadman the siding saw 

For the gangster the gang saw 

| For the weaver the web saw 

| For the blind the see saw 


{ Dp 
P.S. If you cannot find what you want 
in the above list, consult our saw files.’ 


HOWARD'S 


1—While folks 





the buck saw 
the hack saw 


the circular saw 
the band saw 
the rip saw 

the scroll saw 
the pruning saw 
the buzz saw 
the track saw 
the mitre saw 
the pit saw 

the whip saw 
the mill saw 
the inserted-tooth saw 














are perusing this col- 


lection of humorous bits on saws, they 
will be thinking of their own needs 
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COFFIELD Electric Washing Machines 


Easiest Way 
Electric Washing Machines 


At The J. G. DePrez Co.’s Big 
Busy Store 

Take the drudgery out of wash day with 
one of our w z hines. Install an 
electric wa chine in your home on 
our convenient payment plan. You get 
cleaner clothes with less work if washed 
on an electric washer. Come in and let us 
show you how easy you can buy an electric 
washing machine. 
ELECTRIC WASHING MACHINES at 
$80.00 and up to $145.00 


Children’s Automobiles — 


Snappy, attractive, brilliantly 
painted Children’s Automo- 
biles that will delight ‘the 











heart of any kiddie. See our 
line of. Autos for kiddies 
parked in our special play 


garage on the second floor. 
Our prices are very low. 
Children's Automobiles at $6 
and up. 

Ceaster Wagons—Irish Mails—Velocepedes 








Lighting Fixtures 


At The J. G. DePrez Co.’s Big Busy Store 


Beautify your home with 
Te = well selected electric light fix- 
‘ J 


newest patterns in fixtures 
and our prices are mozt mod- 


tures. You can select electric 

light fixtures with care and 
ne nyearrenwe rnc: 

est. Come in and visit our 

electric fixture “department 


seoen tak. Wo tas So 
— = and inake your selection, 
Electric Fixtures at $1.75 








received a shipment of the 





THE J. G. DEPREZ CO. 


Shetbyville’s Greatest ‘S:ore 18-20 Public Square 











2—Here the adman has taken three 
seasonable items and combined them in 
a strong presentation 


the paper this month, D. Wray DePrez 
of the firm tells us that he is starting 
on the sixth year of publication and 
that Dep’s Pep is the firm’s greatest 
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advertising medium. He reminds us 
that the idea of the firm’s store paper 
was obtained from HARDWARE AGE. We 
think three unusually good items have 
been selected for this combination ad 
and would recommend its make-up to 
other dealers. The autos tie up to the 
Christmas thought; it is the right sea- 
son to push lighting fixtures and the 
washer is always a good article to get 
behind. The copy is very well handled. 


Featuring Gifts of Utility 


No. 8 (2 cols. x 6 in.). 

The campaign for hardware gifts— 
gifts of utility—is on. Here is how 
the idea is presented by William Lud- 
lum of Howard’s, Mt. Vernon, N. Y. An 
ad of this calibre cannot but help to 





EVERYDAY GIFTS 


Gifts of utility, gifts of utility— 

Always are welcome whenever received; 
Gifts that wear long and well; 
Gifts of which people tell, 

Thanking the giver for having conceived. 


Gifts of utility, gifts of utility— 
Better than brilliants whose use is but show; 
Gifts that serve every day, — 
: Workday or holiday; 
Gifts that are useful—and yours to bestow. 


Gifts of utility, gifts of utility— 
Gifts—in which beauty and usefulness share; 
Gifts—not to feast the eyes, 
q But gifts—to utilize; 
Gifts—in which service lies; gifts of HARDWARE. 


FOR THAT GIFT OF EVERYDAY USE 


THE GIFT OF UTILITY 


SEE HOWARD rast 


3—After the reader has perused these 
verses, he will be sold on the idea of 
distributing practical and useful gifts 
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Tools for Lad 
and Dad 


Tools for the carpen- 
ter, mechanic and 
farmer. Tools for ev- 
ery use. A _ splendid 
selection at 
prices, 


nodest 





The J. G. DEPREZ Co. 
Shelbyville’ 
Greatest Stor 











o sb 
Tools 
4—A practical example of how small 
space can be handled to look inviting 


Te 
—~— £/ 





boost hardware as an ideal medium for 
gifts. Just read over the verses and 
see how really strong the appeal is. 


Small but Snappy! 
No. 4 (2 cols. x 3 in.). 


If you are worrying about making up. 


an effective bit of publicity in small 
space, take a look at this DePrez ad on 
tools. It is unusually good. The cut 
is of a size large enough for a big ad 
yet it looks well in this small space. 
The heading is catchy and the copy is 
all-inclusive. It is one of the best small 
advertisements that we have noted in 
some time. 


Appealing to Neighborly Pride 


No. 5 (2 cols. x 6 in.). 

Baker Bros. & Boyd of Andover, 
N. Y., publish a snappy store paper 
and this advertisement is taken from 
the current issue, It is a paint ad that 
is worthy of your special attention as 
it shows you exactly how to cash in on 
neighborly pride, which is one of the 
characteristic instincts of the home 
owner. The cut is excellent and the 
copy is also very good. 


The News of Toy Town 


No. 6 (3 cols. x 12 in.). 

Santa Claus is inseparable from toys 
and the fact of announcing toy news is 
to stir up action on your Christmas 
toy trade. In this copy sent us by the 
Southern Hardware Co., Macon, Ga., 











+ Well painted houses and well kept homes make a 
more desirable neighborhood in which to live. p 


Good paint is a good investment as well as a-sign 
of thrift. It adds real selling value and real satisfac- 
tion to your home. 


Moore’s Pure Linseed Oil House Paints have stood 
the test of time and wear. They are made right, and 
will give you satisfactory service in every particular. 

BAKER BROS. & BOYD 
Andover, N. Y. 


TPTT 








5—When ideas for paint ads run low, 
try this one out and we will guarantee 
you will get a ready response 
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American Made 
TOYS 


We have a wonderful lot of fine 
American-made toys and we be- 
lieve Santa Claus must have 
worked very hard this year, for 
we've never reccived such a big 
assortment from him before. 


Thtre is everything that a girl 
or boy could wish for — such 
dolls—such games—wagons— 
skates and all the other thinzs 
which boys and girls can have 
such fun with. 


Horsman Art 
DOLLS 


Cute, lovable personalities. Un- 
like the crude dolls which crowd 
the market. Horsman dolls are 
real little people with charac- 
ters. 


A Doll Special 


A 16-inch Horsman art doll, 
painted eyes and hair with rib- 
bon. Organdie dress, lace trim- 


~ $4.50 
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Toy Buyers 


Will appreciate the efforts we 
have made in collecting our 
stock of American-made toys 
this season and will find it de- 
cidedly easy to make selections 
from the hundreds of practical 
toys we have here for boys and 
girls, 


Toytown is complete with a host 
of things to make the children 
happy. Throughout toyland 
you'll find a moderate price on 
every article. 


Steel Pull 
TRAINS 


3-piece Locomotive, tender and 
Pullman coach. An exact minia- 
ture of the real train, bright 
red enamel body. An excep- 
tionally good value for the price 
asked. A $3.75 value priced 


of aa 





WHITE ENAMELED 
WATER PAILS 
At Decidedly the 

Lowest Price We’ve 

Ever Offered 

All-white, three-coat 

enameled water 

pails. Two sizes, 10 

and 12-quart, one 

price. 











Add 15c Postage for 
Mail Orders. 





SAVINGS FROM THE TOOL SECTION 
Main Floor 

Household 

Hammers ... 

4-foot 


Household 

Levels REF ‘ 

Spring Dividers, 

yee pe 65¢ 
Lineman Pliers, 85 
See SOE accceeetsveseses 


c 
$140 VaRIES os esconeeeree. $1.00 





Mail 
Orders 
Promptly 
and 
Carefully 
Filled 


6—This advertisement awakened interest in young and old alike. 





Shop by 
Mail 
Through 
Our 


Department 


The decorative 


cuts used are particularly effective and draw the eye to the copy 


toys are exceptionally well presented. 
Take a leaf from the Southern book 
and use an ad like this to boost your 
own stock of Christmas toys. The 
headpiece and center panel lend a sea- 
sonable air to this announcement and 
in this connection, we would suggest 


that every dealer using Christmas ads 
procure some of these specially de- 
signed cuts as there is no question as 
to their effectiveness. Note that the 
lower portion of the ad is devoted to a 
special on water pails and a listing of 
tools. 
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Interest in Wickwire Spencer 


Steel Corp. Bought by J. L. Replogle 


STEEL MEN BELIEVE FUR- 
THER MERGERS IN 
PROSPECT 


CoMBINED ComMpaANiIES Have LARGE 
Ore HOoLpINcs 





Substantial interest in the Wickwire | 


Spencer Steel Corporation has been ac- 
quired by J. Leonard Replogle, chair- 
man of the Replogle Steel Co. and 
president of the Vanadium Corpora- 
tion of America. This acquisition is 


believed to be the first step in the for- | 


mation of a strong competitive rival to 
both the United States Steel Corpora- 


tion and the Bethlehem Steel Corpora- | I I 
| tinuous double strand wire rod mill 
| with a capacity of 120,000 tons of wire 


tion. 

Steel men believe that a merger of 
the Replogle Wickwire interests with 
another steel company is in prospect, 
which some think will be the Republic 
Iron & Steel Co 


netting, wire fences, wire hardware 
and wire specialties. The Wickwire 
Steel Company was an extensive man- 
ufacturer of pig iron, steel ingots, wire 
rods and other high-grade steel wire 
products. 

In September of this year the Wick- 
wire Spencer Company acquired the 
American Wire Fabrics Company, one 
of the largest manufacturers of wire 
fabrics in the United States. 

The Wickwire Steel Company plants, 
located near Buffalo, N. Y., cover an 
area of 110 acres, with a water front- 
age of more than 1600 feet on the 
Niagara River. These plants com- 
prise two modern furnaces with a ca- 
pacity of 300,000 tons of pig iron per 
annum, four open-hearth steel fur- 
naces with a capacity of 150,000 tons 
of steel ingots per annum, a 82-inch 
blooming mill and an 18-inch Morgan 
continuous billet mill, a Morgan con- 


rods per annum and mills for the quan- 


| tity production of wire and wire nails, 


Mr. Replogle has been elected a di- | 
rector of the Wickwire Steel Corpora- | 


tion, and will take an active interest in 
the management of the company. It is 
understood that the Wickwires retain 
the controlling interest, but that Mr. 
Replogle will be given a free hand in 
all consolidation negotiations. 

T. H. Wickwire, Jr., president of 
the Wickwire Steel Co., made the fol- 
lowing statement regarding Mr. Rep- 
logle’s acquisition of Wickwire stock: 

“Mr. Replogle’s entrance into the 
wire industry is an important step in 
the history of the steel industry in the 
United States. When he, a few years 
ago, organized the steel company that 
bears his name, it was generally under- 
stood that he planned to develop this 
concern with its large supplies of iron 
ore far beyond the manufacture of pig 
1ron. 

“The Replogle properties are situ- 
ated within an hour’s run of New York, 
the greatest market for highly finished 
steel in the world. The company has 
its own ore supplies practically under 
foot, eliminating freight charges on 
ore, an important cost factor in steel. 
This plant is ideally located as the raw 
material center for steel plants to sup- 
ply the Eastern markets. 

“Mr. Replogie’s present action in al- 
lying himself with the Wickwire man- 
agement seems to be a further step in 
the direction of carrying out his origi- 
nal plan for going into the finished 
steel business.” 

The Wickwire Spencer Steel Cor- 
poration is the result of a merger of 
the Clinton Wright Wire Company and 
the Wickwire Steel Company. The 
Clinton Wright Wire Company was 
incorporated in 1919 under the laws 
of Massachusetts as a consolidation of 
the Spencer Wire Company, founded in 
1820; the Clinton Wire Cloth Com- 
pany, founded in 1856; the Morgan 
Spring Company, founded in 1881, and 
nnd —— Wire Company, founded in 
2 . 

The Clinton Wright Wire Company 
was one of the largest manufacturers 
of wire, wire rope, wire screening, wire 














tacks and staples. These plants are 
the most complete and modern plants 
in existence for the manufacture of 
these products and employ about 1700. 

The company controls its ore through 
an interest in the Hanna Ore Mining 
Company, which has estimated ore re- 
serves of about 40,000,000 tons in the 
Mesaba range, a half interest in the 
Buffalo Iron Mining Company, and 
owns practically the entire stock of the 
Wickwire Mining Company, these last 
two companies controlling valuable ore 
bodies in the Menominee range. These 
ore supplies are transported by water 
on ore steamers controlled by associ- 
ated interests from Duluth to the com- 
pany’s own docks at their plant on the 
Niagara River. 


Solon Wilder Passes Away 


Solon Wilder, president Central Oil 
& Gas Stove Co., Gardner, Mass., died 
at his home there Tuesday, Dec. 5, fol- 
lowing an illness of several months. 

Mr. Wilder was born in Gardner 
thirty-nine years ago, the son of Wil- 
liam H. and Helen (Laws) Wilder. He 
was educated in the public schools of 
Gardner and was graduated from Har- 
vard University in 1905. Mr. Wilder 
then became associated with the Cen- 
tral Oil & Gas Stove Co., which his 
father established. On the latter’s 
death he was made president of the 
company. Mr. Wilder was a director 
of the First National Bank, Gardner, 
was prominent in numerous civic move- 
ments, a member of many clubs and 
organizations and an active church 
member. He is survived by his wife, 
and two sons, Richard and Robert. 





Frank B. Dunlop Dead 





Frank B. Dunlop, connected with the 
Speer Hardware Co., Fort Smith, Ark., 
died recently. Mr. Dunlop was a very 
active association worker and has held 
office in numerous organizations. 
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A. S. Vaughan Secretary-Treasurer 
Vaughan & Bushnell Mfg. Co. 





A. S. Vaughan has recently been ap- 
pointed secretary and treasurer of the 
Vaughan & Bushnell Mfg. Co., 2114 
Carroll Avenue, Chicago, IIl., to suc- 
ceed Charles E. Bushnell, retired. 
Other new officers elected by the board 
of directors are as follows: William 
Eagle, assistant treasurer and director; 
A. H. Arnold, assistant treasurer, and 
Howard Vaughan, director. A con- 
trolling interest in the business has been 
purchased by Sanford S. Vaughan, 
president. 


Death of Francis W. Carpenter 





Francis Wood Carpenter, president 
Congdon & Carpenter Co., Providence, 
R. I., died on Friday evening, Dec. 1, 
at his home in that city, following a 
protracted illness. 

Mr. Carpenter was born in Seekonk, 
R. I., June 24, 1831, the son of Edmund 
and Lemira Tiffany Carpenter. After 
his graduation from the academy of 
that town, he entered the employ of 
Gilbert Congdon as an apprentice, and 
after learning the various branches of 
the business, was taken into partner- 
ship, the firm becoming G. Congdon & 
Co. In 1892 the firm was incorporated 
under its present name, and Mr. Car- 
penter became president. For many 
years he was president of the Rhode 
Island Perkins’ Horse Shoe Co., and 
president of the American National 
Bank. 


Kautenberg Co. Succeeded by Wau- 
kegan Mfg. Co. 


The Waukegan Mfg. Co., Waukegan, 
Ill., has been succeeded by W. E. Kau- 
tenberg Co., Freeport, Ill., which will 
continue to manufacture a complete 
line of mop handles with metal holders 
attached. The company will also make 
handles such as are used for brooms, 
oil mops, ete. 


G. U. Hatch Now Vice-President of 
Millers Falls Co. 


George U. Hatch has been appointed 
vice-president in charge of sales of the 
Millers Falls Co., manufacturers of 
tools, Millers Falls, Mass. Mr. Hatch 
has been with the Millers Falls Co. as 
general sales manager for approxi- 
mately three years. Prior to that time 
he was sales manager of the Win- 
chester Repeating Arms Co., New Ha- 
ven, Conn., also for three years. 





W. R. Voorhees to Represent E. C. 
Stearns & Co. in West 





W. R. Voorhees has just been ap- 
pointed sales representative for E. C. 
Stearns & Co., manufacturers of hard- 
ware, Syracuse, N. Y., in the Inter- 
mountain States from Denver West. 
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Metropolitan Hardware Banquet at 
Hotel Commodore, Jan. 17 





The annual banquet of the Metropol- 
itan Hardware Association, will be held 
at the Hotel Commodore, Forty-second 
Street and Lexington Avenue, New York 
City, Wednesday evening, Jan. 17, 1923. 
Special seating arrangements will be 
provided for concerns desiring a table 
with seating capacity of eight or ten 
for their employees. 

More than 800 manufacturers, job- | 
bers, retailers and salesmen attended 
the banquet last year. Hardware men | 
from five States visited New York espe- | 
cially for the Metropolitan dinner which | 
has come to be regarded as the largest 
and most popular gathering of men rep- 
resenting all branches of the hardware 
industry held in the East. 





John J. Richardson Dies | 


— | 


John J. Richardson, for eleven years | 
sales manager of the Wm. Bingham Co,, | 
wholesale hardware firm of Cleve-| 
land, Ohio, died Nov. 23 at the age of | 
forty-nine years. He had not been ac- 
tively engaged for over two years be- 
cause of poor health. Mr. Richardson 
was at one time associated with the 
Bostwick-Braun Co., Toledo, hardware 
jobber, and later with the Simmons 
Hardware Co. He left the latter com- 
pany and went to Cleveland soon after 
the re-organization of the Wm. Bing- 
ham Company in 1911. He is survived 
by his wife and two children. His body 
was taken to Perry, New York, for 
interment. 





November Building Contracts 30 
Per Cent More Than Last Year 





Building contracts awarded during 
November in the twenty-seven North- 
western States amounted to $248,366,000 | 
which is 30 per cent ahead of November 
of last year, according to statistics com- 
piled by the F. W. Dodge Co. This total 
is 2 per cent less than the October 
figures. 

Construction started during the first 
eleven months of this year has amounted 
to $3,135,812,000, which is 33 per cent 
greater than the total for the entire 
year of 1921. 

Contemplated new work reported in 
November amounted to $543,972,000, 
which is 30 per cent greater than the 
amount reported in October. The large 
volume of contemplated work reported 
during the past few months is an indi- 
cation that construction is likely to hold | 
up to a relatively high rate throughout 
the remaining winter months and in the 
coming year. 


Death of Thomas M. Meston 

















Thomas M. Meston, president Emer- 
son Electric Mfg. Co., St. Louis, died 
there on Nov. 23. A verdict of suicide 
was rendered by the coroner, an autopsy 
showing the presence of cyanide of 
potassium. 

Mr. Meston was fifty-one years old. 
He was born in Scotland and went to 
Canada with his parents when a child. 
In 1886 he went to St. Louis and was 
employed by the Simmons Hardware 
Co. In 1897 he was made secretary of 
the Emerson company, vice-president in 
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Radio Chambers of Commerce to 
Be Established in All Cities 








1905, and president several years later. 
He leaves a wife and two children. 


Donald MacArthur Goes with 


Remington 








With headquarters in Portland, Ore., 
Donald MacArthur will travel the 
States of Washington, Oregon, Montana 
and Idaho selling Remington cutlery 
to the wholesale trade, under the direc- 


Donald MacArthur 


tion of J. G. Heath, western sales 
manager of the Remington Arms Co. 














Mr. MacArthur has been associated 
with Marshall Wells Co. for many 
years, the last three years as manager 
of the cutlery department in the Port- 
land, Ore., branch. In this position he 
was in charge of both buying and sell- 
ing cutlery. Mr. MacArthur is a na- 
tive of Duluth, Minn. 





Death of J. F. Richards 


J. F. Richards, head of the Richards 
& Conover Hardware Co., Kansas City, 
Mo., died Nov. 28 in his eighty-ninth 
year. Mr. Richards opened a store at 
Leavenworth, Kan., together with Col. 
Conover in 1866 under the name of J. F. 
Richards & Co. The business prospered 
and some years later was removed to 
Kansas City. Mr. Richards was known 
in both the wholesale and retail trade 
and was interested in the religious and | 
civic activities of the community in | 
which he lived. 











A. V. Soderstrom Opens Store 





A. V. Soderstrom, formerly of the 
Bishop-Kennedy Company, has opened 
a retail hardware store at 1235 Parsons 


Avenue, Columbus, Ohio. | 


Broadcasting Stations in U. S. Cover 
Area of 179,500,000 Square 
Miles 





Plans for the organization of cham- 
bers of commerce in the principal cities 
of the country as a step towards har- 
monizing on a nation-wide scale all 
radio instrumentalities, the effects of 
which, because of the rapid develop- 
ment of the industry, are producing 
confusion and disorganization, were an- 
nounced last week by the National 
Radio Chamber of Commerce at its 
-* ligeateaae 165 Broadway, New York 
sity. 

The first of these chambers, which 
will operate under charters from the 
National Chamber, will be established 
in Chicago. A meeting to discuss or- 
ganization plans was called December 
8, at the Union League Club in that 
city. Following that meeting, a na- 
tional gathering of broadcasters was 
summoned to meet in Chicago to take 
up a national policy of broadcasting. 

The National Radio Chamber of Com- 
merce, it was said, has undertaken the 
leadership in this direction after con- 
ferences with the Navy Department, 
the Department of Commerce, the 
United States Bureau of Standards and 
other public and private agencies. Ken- 
neth P. Gregg of New York, one of the 
managers of the National Chamber, 
which is now undergoing process of or- 
ganization, represented this body at 
the Chicago meeting. Establishment of 
a Chicago Radio Chamber, he said, was 
a link in a general plan to federalize 
the National Chamber by the forma- 
tion of similar chambers in the cities 
comprising the nine regional districts 


| into which the Chamber has divided its 


activities. 

With New York as the headquarters 
of the parent body, Chicago has been 
selected as the starting point from 
which other chambers will be brought 
into being. 

Once the Chicago Chamber is thor- 
oughly organized, it is planned to set 
up similar chambers in other cities of 
the ninth radio district, which, besides 
Chicago, includes Milwaukee, Indianap- 
olis, St. Louis, Kansas City, Omaha, 
Denver, Minneapolis, St. Paul, Duluth, 
Louisville and Davenport. The States 


| comprised in this area are Wisconsin, 


Indiana, Kentucky, Illinois, Missouri, 
Nebraska, Minnesota, Iowa, North and 
South Dakota and Kansas. 

In a statement issued by the Cham- 
ber, it was said that entirely too many 
radio stations are operating in this 
country. 

A study just completed by the Cham- 
ber shows that the total area covered 
by broadcasting stations in the United 
States is 179,500,000 square miles, 
which represents an area 135.2 times 
the area of the United States. 

Radio, the study showed, is becom- 
ing a widely used instrument of the 
churches. It was found that eighty- 
three broadcasting stations throughout 
the United States are at present broad- 
ting Sunday church and religious ser- 
vices. The area covered by these sta- 
tions is 86,000,000 square miles, or 65.2 
times the area of the United States. 
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Hardware Club of Cincinnati Elects 
Officers 


The twelfth annual meeting of the 
Hardware Club of Cincinnati was held 
at the Hotel Metropole in Cincinnati, 
Ohio, on Wednesday evening, Nov. 29 
The principal business was the reading 
of the reports of the officers and the se- 
lection of the slate for the coming 
year. The treasurer’s report was really 
an interesting document. It showed a 
substantial balance on hand after a 
number of very successful social events 
had been staged during the year, and 
considerable discussion took place as to 
how the club would utilize the funds in 
the treasury. It was finally decided to 
leave the arrangements in the hands of 
the entertainment committee. The Sec- 
retary’s report showed the club to be 
holding its own very nicely, ninety- 
four members now being enrolled. 

The nominating committee, practical- 
ly without leaving their seats, handed 
in the names of officers for the coming 
year, and without a dissenting voice, 
other than that of President Schott, 
who pleaded to be allowed to retire, 
last year’s officers were re-elected. 

These are: President, George M. 
Schott, the Cincinnati Galvanizing 
Company; vice-president, Oscar Small, 
the Ohio Varnish Company; second 
vice-president, John Weigel, the John 
Weigel Company; secretary, E. J. 
Becker, the H. Belmer Co., and treas- 
urer, C. E. Pfau, the Hunenefeld Co. 

The election marked the twelfth year 
for Al Becker’s election as secretary. 
Following the election of officers a mu- 
sical program was given, followed by 
a campfire meeting at which the most 
impossible stories were told of actual 
experiences of the members in business, 
hunting, fishing, and at the conventions. 
“Jim” Carson also weighed in with the 
convention program, and the _ indica- 
tions are that the convention and ex- 
hibit at Cleveland in February will be 
about the best ever held. 

During the dinner refreshments were 
received, and the “gentlemen from In- 
diana,” who brought the greetings of 
the Indiana Hardware Association, 
showed a keen interest and enjoyment 
in the offerings. The refreshments 
were, to use a classic expression, “By 
Courtesy of Our Distinguished Presi- 
dent.” To paraphrase the words of a 
syndicate writer, “there was no indig- 
nation, but a good time was had by all.” 





Pioneer Window Glass Co. Changes 
Hands 





The Pioneer Window Glass Co., West 
View, W. Va., has been sold to John 
B. Yates, vice-president of the Premier 
Window Glass Company of Pennsboro, 
W. Va. Mr. Yates contemplates a re- 
sumption of operations at the plant 
about Feb. 1, when he expects to have 
200 men employed. 


Electric Firm Enlarges Plant 





The Magnus Electric Co., Inc., manu- 
facturers of electrical goods, 451 Green- 
wich Street, New York City, is now en- 
larging its factory floor space by 11,000 
sq. ft. in order to provide facilities for 
an increased output. This is the second 
enlargement within the past year. Bids 
are now being received for additional 
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equipment and machinery for the elec- 
trical plug and radio accessory depart- 
ments. 


C. M. Wambaugh President of 
Columbus-McKinnon Chain Co. 


Charles M. Wambaugh was elected 
president of the Columbus-McKinnon 
Chain Co. at the adjourned annual 
meeting held recently. Julius F. Stone 
and Charles J. Carter were elected vice- 
presidents; A. F. Markel, treasurer, and 
J. C. Dunn, secretary. 


























Do You Know— 


That one of the purposes of this 
magazine is to serve as a broadcast- 
ing station for the hardware mer- 
chant who would discuss his ideas 
and opinions. 

That you are the merchant from 
whom we want to hear. 

That we want your ideas and 
opinions about business conditions, 
business methods and any comment 
that is pertinent to business. 

That when you solve any unusual 
or perplexing problem in your busi- 
ness, you can help your fellow mer- 
chants by telling them about it 
through our columns. 

That the more you do to help the 
other fellow’s business, the more he 
will do to help your business. 

That when the hardware business 
as a whole grows better, your own 
business is bound to improve. 

That, after all, what you get out 
of this life will be in direct propor- 
tion to what you put into it. 








Chandler & Farquhar Associates 
Meet and Dine 





A meeting of the Chandler & Farqu- 
har Associates, Chandler & Farquhar 
Co., 36 Federal Street, Boston, mill 
supplies, etc., was held in the store 
auditorium Friday evening, Dec. 8. A 
social hour and get-together was held 
from five to six o’clock, during which 
new members since the spring meeting 
were introduced. A supper followed. 

During the evening special broad- 
casting of radio concerts, the compli- 
ments of various concerns to the Chand- 
ler & Farquhar radio department, were 
listened to, these being transmitted 
through a new style loud speaker. In 
addition, addresses on radio, its possi- 
bilities, practicability and_merchandis- 
ing possibilities, were made by Roy F. 
Soule and by Lloyd Greene, radio editor 
Boston Globe. ecibens of the Asso- 
ciates gave informal talks on the prog- 
ress and layouts of the new Chandler & 
Farquhar Co. store in Winthrop Square, 
construction toward the occupancy of 
which begins this week. The Chandler 
& Farquhar Co. anticipate a formal 
opening of the new store Tuesday, 

eb. 1. 
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AMATEURS TO CONTROL 
AMERICAN TRAPSHOOT- 
ING ASSOCIATION 
To Move Headquarters from 
New York to Chicago 





An important change in the rules of 
the American Trap Shooting Associa- 
tion was made by the general commit- 
tee at the Congress Hotel, Chicago, 
Dec. 5, which will make it necessary 
in the future for any professional to 
sever connections with a manufacturer 
two years prior to the time he may 
compete in amateur tourneys. It was 
also decided to move the headquarters 
of the association from New York to 
Chicago so as to centralize the office to 
enable all shooters to obtain informa- 
tion without delay. 

As a result of this meeting all the as- 
sociation affairs will in the future be 
controlled by amateur trapshooters in- 
stead of by the manufacturers as in the 


st. 

The Great American Handicap for 
1923 was awarded to the South Shore 
Country Club of Chicago. The event 
will be held from Aug. 22 to 28. 

The committee recommended that 
Frank Stoop, Spokane, Wash., be made 
president of the association and that 
Walter C. Peacock of Chicago be made 
treasurer. As soon as legal arrange- 
ments can be made the control of the 
association will be turned over to the 
amateurs. It was voted to retain the 
services of Starr Matthews of New 
York as secretary. Elmer Shaner of 
Pittsburgh is retained on the advisory 
committee. 


Cincinnati Automotive Trades Ass’n 
Holds Exposition 





The second annual exposition of the 
Cincinnati Automotive Trades Associa- 
tion was held in the Music Hall, Nov. 
22 to 29. The exposition this year was 
given over to the dealers in automobile 
and radio accessories, and was a big 
success both from an artistic and finan- 
cial point of view. John H. Behle, gen- 
eral manager of the show, reported that 
exhibitors sold approximately $500,000 
worth of accessories during the week, 
and had secured mailing list from vis- 
itors which will net them a wonderful 
chance for working up _ business 
throughout the coming year. 





Schluedeberg Goes Abroad for 
Westinghouse 





Carl C. Schluedeberg, assistant to 
the managers of supply and merchan- 
dising departments of the Westing- 
house Electric & Mfg. Co. and special 
representative of that concern in for- 
eign countries, has departed for a four 
months’ trip to the Orient to study 
business conditions there. Mr, Schlue- 
deberg will visit Japan, the Philippines 
and China to make a sales survey, es- 
pecially the possibilities of expansion 
of the market in those places for elec- 





trical household appliances, 
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Congress Starts New Session—Ship Subsidy Bill In 
Peril—Secretary Hoover Appeals for 
Relaxation of Anti-Trust Laws 


HE third session of the 67th 
Congress quietly merged into the 
fourth session at noon last Mon- 
day, and both Senate and House are 
now plugging steadily away at routine 
work hoping to enact the fourteen big 
budget bills before the clock strikes 
twelve at noon on March 4 next. The 
Christmas recess is likely to be cut 
down because of the heavy legislative 
program, and every possible effort will 
be made at both ends of the Capitol to 
obviate the necessity for a special ses- 
sion of the 68th Congress next spring. 
I am no pessimist, but after having 
spent the greater part of a lifetime 
following the proceedings of Congress, 
I am strongly of the opinion that 
President Harding will find it neces- 
sary to bring Congress back to Wash- 
ington in special session some time next 
spring or summer. Indeed, it will re- 
quire great industry on the part of 
both houses to pass the necessary ap- 
propriation bills for the support of the 
Government before March 4. 


New Bloc in Field 


In reaching this conclusion I am tak- 
ing into account two factors in the 
present situation, the importance of 
which is conceded by all experienced 
observers of Congressional affairs. One 
of these is the extent to which the ad- 
ministration has become committed to 
the ship subsidy bill and the other is 
the extraordinary combination of sen- 
ators and representatives, both Repub- 
lican and Democratic, who have banded 
themselves together under the name of 
the Progressive Bloc. 

For mischief-making potentialities 
this new combination can give cards 
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and spades to the Agricultural Bloc or 
to any other so-called non-partisan or- 
ganization ever brought together on 
Capitol Hill, 

Although the President and his advis- 
ors are still hammering away in the 
interest of the ship subsidy bill, its 
progress is very leisurely. Little, if 
anything, appears to have been gained 
as the result of calling Congress in 
special session two weeks in advance of 
the usual meeting day. 

The passage of the bill by the House 
was a simple matter, for, under the 
rules of that body, the majority, by 
judicious application of whip and spur, 
can dispose of any measure within 
twenty-four hours if necessary. As I 
heretofore explained, the Senate situa- 
tion is vastly different, and it is in 
the Senate that we shall find the bat- 
tle ground of the subsidy issue. 


Subsidy Bill Strongly Urged 


At this writing the subsidy bill is 
still in the hands of the Senate com- 
mittee on commerce, where its friends 
are making desperate efforts to get it 
before the Senate, in order that the 
inevitable long-drawn-out debate may 
be started at the earliest possible mo- 
ment. Friends and foes of the measure 
on the floor are preparing for the fight, 
and there is now every indication that 
the subsidy bill together with the bud- 
get measures will absorb every minute 
of the Senate session until the day of 
final adjournment. 

The new Progressive Bloc has placed 
opposition to the subsidy bill at the 
head of its program. It has many 
other ambitious aims, however, and it 
has already forced out of the Senate 


committee on agriculture a measure 
providing for the abolition of the Elec- 
toral College and for a direct vote for 
President and Vice-President of the 
United States. 

It will probably puzzle you to under- 
stand what the committee on agricul- 
ture has to do with the election of the 
President and Vice-President. The an- 
swer is that so-called Senatorial cour- 
tesy is a very elastic thing which per- 
mits Senate committees to take up mat- 
ters quite foreign to their jurisdiction 
—but not to get very far with them. 

It is extremely improbable that this 
proposition of the Progressive Bloc will 
make any headway in the present Con- 
gress. If public sentiment seems to 
support it, the House will probably be 
called upon to initiate the legislation. 


No Price-Maintenance Legislation 


A survey of the Congressional situa- 
tion justifies the positive statement that 
no serious attempt will be made this 
winter to advance legislation legalizing 
price maintenance. I have heretofore 
foreshadowed this situation, but to-day 
I do not hesitate to make the definite 
prediction that no bill bearing upon 
the subject of price maintenance will 
pass either house before March 4 next. 

This does not mean, however, that 
interest in this important subject is 
waning. On the contrary, sentiment in 
favor of the early passage of a well- 
considered measure permitting manu- 
facturers to dictate the prices at which 
their identified products shall be sold 
is gaining almost daily, and able and 
influential recruits are flocking to the 
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MARKET SUMMARY 


’ Large Holiday Buying Reported—Shortages Continue—Price 


Changes Predicted 


EPORTS from hardware retailers in all sections of the country 
indicate that holiday sales will nearly double the Christmas busi- 
Buying in the larger cities is more vigorous than it is 
in the smaller towns and agricultural districts, where the low price 
of farm products is said to be retarding business. 
A number of shortages are reported from the Middle West and South 
which are said to be caused by freight congestion and car shortages. 
Large future orders continue to be received by wholesalers for 
garden tools and spring wire goods. 
Few price changes were announced during the past week. Price 
readjustments are predicted by wholesalers generally for the first 


ness of 1921. 


of the year. 


Holiday 
Demand 


is unusually strong. 


accessories, toys, kitchen hardware, and household neces- 


‘ALES on goods suitable for Christmas 
gifts are large and varied. The demand 


NEW YORK 


lawn mowers. 


Among the popular tion. 
lines electrical goods, cutlery, tools, auto 
Current 
Dealers are taking in good Observations 


sities stand near the top. 


ting, garden tools, wire cloth, garden hose, hose reels and 
Lawn sprinklers have also had some atten- 


TM RANSPORTATION difficulties threaten 
embarrassment to local jobbers. A large 


stocks of this class of merchandise, and have created the 
impression on the local wholesale market that this will 
be a particularly profitable holiday hardware season. Job- 
bers report very rapid movements on these holiday lines, 
and dealers seem quite anxious to offer good holiday stocks 
to the consuming trade. 


OBBERS point with satisfaction to the 
many and fairly large orders for spring 
goods. Dealers generally seem to agree 
with favorable business prophecies as their 
early orders on “futures” are unusually large and com- 
plete. Under this classification of goods are poultry net- 


Spring 
Goods 


eastern railroad would not accept freight 

without a receiving permit issued by its 
freight agent in the station that the goods were consigned 
to. This is causing delays ranging from ten days to two 
weeks, and has been a source of annoyance on many hard- 
ware lines. Jobbers are endeavoring to adjust their buy- 
ing accordingly, and are advising the retail trade of these 
facts so that they in turn may anticipate their stock needs 
well in advance. Staple lines are a little slower, giving 
place to increased business on holiday goods and season- 
able items. In the latter classification snow shovels, sleds, 
ice tools, ice scrapers, and general winter merchandise are 
receiving considerable attention. 





Ash Sifters.—This is a very active 
item, which gets more than usual at- 
tention this year, because of the fuel 
situation. Stocks so far have been ade- 
quate. Prices are unchanged. 


Jobbers’ quotations, f.o.b. New York: 
Ash sifters, revolving, galvanized, 
packed two to a crate, $2.27 each. 


Axes and Hatchets.—Most wholesale 
houses in this district have been able 
to replenish their somewhat broken 
stocks, though the supply on some items 
runs short of the demand. Prices re- 
main the same. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
Ib., $16.50 per doz. net; 3% to 4%-Ilb., 
$17 per doz. net; 5 to 5%-lb., $18 per 
doz. net; 4% to 5%4-lb., $18 per doz. 
net; 514-Ib. solid, $18.50 per doz. net. 

Flint edge Rockaway pattern axes, 
3 to 4-lb., $19.25 per doz. net; 3% to 
4%-lb., $19.25 per doz. net; 4 to 5-lb., 
$19.75 per doz. net. 

Connecticut pattern axes, 3 to 3%- 


. net. 

polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Local jobbers have 
fair stocks and report a consistent de- 
mand at firm prices. a 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, %-in., 16c. per Ib.; 
fe-in., 15¢c. per Ib.; 3-in., 138c. per lb.; 
ys-in., 12c. per lb.; %-in., 11c, per lb.; 
5g-in., 10c. per lb.; %-in., 9c. per lb. 

Common carriage bolts, % x 6-in. 
and smaller, 30 to 30 and 5 per cent; 
larger and thicker, 30 to 30 and 5 per 
cent. 

Machine bolts, %x4 and smaller, 
40 and 40 and 5 per cent; larger and 
thicker, 40 to 40 and 5 per cent. 

Lag screws, 40 to 40 and 5 per 
cent. 

Semi-finished hexagon bolts, % and 
smaller, per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
66%4 per cent; brass, 4-32 and 14-20, 
Dig 50 and 10 per cent from new 

st. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

Lock washers, 7 to %-in., 70 per 
cent; % to %-in., 50, 10 and 5 per 
cent; }4 to 1-in., 40 and 5 per cent. 


Carving Sets.—Carving sets, pocket 
cutlery and kitchen knives are in ac- 
tive demand. Considerable increase is 
noted in sales, and dealers apparently 
are finding a good consumer business as 
these items make excellent Christmas 


gifts. Stocks appear adequate and 
prices are firm. 


Jobbers’ quotations, f.0.b. New York: 

Three-piece carving set, stag, 
forged steel bolster, knife 8-in. steel 
blade, $2.75 to $4.75 each. 

Three-piece carving set, sterling 
silver ferrule, knife 8-in. resist stain 
steel, $4.75 to $7 each. 


Christmas Tree Holders.—The “‘pick- 
up” demand for these items at firm 
prices continues to be evident in the 
local market. Indications are that re- 
tailers are fairly well prepared to sup- 
ply early demands, 


Jobbers’ quotations, f.o.b. New York: 
Gem Christmas tree holder, $4.50 
per doz. net. Crown Christmas tree 
holders, 2-in., $7.89; 3-in., $13.15 per 
doz., less 5 per cent in full box lots. 


Clipping Machines.—The demand for 
this item is consistent at steady prices. 
Stocks are fair. 


Jobbers’ quotations, f.o.b. New York: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealer’s 
discount, 25 per cent f.o.b. New York. 

Stewart electric clipping machine, 
all standard voltages, hanging type, 
80, f.0.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount, 25 
per cent. 








UMI 


December 14, 1922 


Game Traps.—These continue to re- 
ceive a lot of attention in the local 
market. The demand continues quite 
strong, at steady prices, and stocks are 
ample. 


Jobbers’ quotations, f.o.b. New York: 

Triple clutch game pase. jaw 
spread, 4% in., $2.75 per doz. 

Jump traps, ‘with chain, No, 0, $1.89 
per doz.; No. 1, $2.20 per doz.; No. 1%, 
$3.17 per doz.; No. 2, $4.88 per doz.; 
= 3, $6.59 per doz.; No. 4, $7.69 per 


Triumph traps, No. 10, $1.55 per 
doz.; No, 11, $1.85 per doz.; No. 11%, 
$2.75 per doz.: No. 12, $3.60 per doz.; 
= 13, $6.20 per doz.; No. 14, $7.35 per 

OZ. 


Hand Tools.—This line is receiving 
considerable attention, with dealers 
making a bid for the sale of practical 
Christmas presents. From all sections 
come the reports of active sales. In 
some instances stocks appear incom- 
plete. Prices remain unchanged, 

Jobbers’ quotations, f.o.b. New York: 

Claw Hammers.—No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $11.48 per doz. 

Machinists’ Hammers.—8-oz., $8.40 
per doz.; 12-0z., $12 per doz.; 16-oz. > 
$8.60 per doz.; 20-oz., $9.45 per doz. 

Hand Drills. — Steei frame, nickel 
plated, cut gears, black enamel, 
length, 11 in. without drill points, 
$2.30 each. Same, large size, length 
12% in., $2.42 each. Same, black 
enamel frame, 12% in. long with 8 
drill points, $2.17 each. Same, solid 
steel frame, detachable steel handle, 
hollow end handle, partly nickel 
plated, 11 in., no drill points, $1.91 
each. 

Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.43 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 


Ice Skates.—This is quite an active 
holiday item which it is thought will 
continue to be in active demand even 
after the holiday season is over. Stocks 
are good and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Men’s and boys’ all clamp club 
skates, top part made of best quality 
cold rolled steel, sizes to 12-in., 
runners made of polished cast steel, 
70c. per pair. Same with all parts 
nickel plated, 98c. per pair. Same, 
nickel plated, with hardened runners, 
$1.26 per pair. Men’s and boys’ all 
clamp hockey skates, top plates made 
of cold rolled steel, sizes 9% to 11%, 
runners cast. steel, all parts nickel 
plated, $1.03 per pair. Same with 
hardened runners, $1.35 per pair. 
Canadian hockey skates, for men, 
women and children, runners cast 
steel, all parts nickel plated, 78c. per 
pair. Same, all parts nickel plated, 
with extra polished tempered run- 
ners, $1.32. Extension bob skates for 
children, made of bright steel with 
web strap, one skate for all sizes, 
extension 6 to 9 in., 46c. per pair. 
Women’s and children’s club skates 
with russet leather back and strap, 
top plates and clamps made of cold 
rolled steel, runners cast steel pol- 
ished, 96c. per pair. Same, all parts 
nickel plated, $1.16 per pair. 

Skate sharpeners, $1.65 per doz. 
Skate holders for sharpening skates, 
$6.25 each. Skate keys, 35c. per doz. 


Nails.—Nail stocks generally seem 
depleted, according to reports. Snecu- 
lative interests are still in evidence. 
The demand continues very strong. 

Jobbers’ quotations, f.o.b. New York: 


Wire nails, $3.75 to $3.90 base per 
keg. Blued wire nails, 3d fine, $5.35 


buying interest. 
adequate and prices appear firm, 


days. 
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to $5.50 net per keg. Cut nails, $4.10 
to $4.20 base per keg. 

Wire nails and brads in small lots, 
70 per cent off list. 

Roofing nails, 1x12, per 100 Ib., 
$6.95 for galvanized and $5.20 plain. 

Wholesale prices vary in different 
parts of the city. 


Nut Crackers and Picks.—This is one 
of the very active Christmas items, for 
which dealers are showing considerable 
Current stocks seem 


Jobbers’ quotations, f.o.b. New York: 


Sets, including 1 nut cracker with 
6 picks, $3 per doz. sets. 


Poultry Netting.—Recent announce- 
ment covering 1923 spring delivery 
prices on this item has made a slight 
increase in interest. 
worth noting as reports indicate that 
early future orders already received far 
exceed such business for the same pe- 
riod in any of the three previous years. 


Jobbers’ quotations, f.0.b. New York: 

Poultry netting, galvanized after 
weaving, takes a discount of 50 per 
cent; an extra 5 per cent is allowed 
for factory shipments 


Rope and Twine.—It is thought by 
most jobbers that the present dullness 
will terminate with the Christmas holi- 
At that time it is thought that 
the demand will increase somewhat. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 17c. to 
19%c. per lb. Hardware grade, /5c. 
per Ib. 

Sisal, No. 1 grade, 18c. per Ib. Sisal, 
No. 2 grade, 13c. per lb. Bolt rope, 
22c. per Ib. 

Lath yarn, llc. to 13c. per lb. Jute 
wrapping twine, 2914c. to 25%c. per 
Ib. India hemp twine, No. 6, 16c. to 
18¢c. per Ib. 


Screws.—There is a good general de- 
mand for all sizes and kinds. 
stocks are noted in certain sizes. Prices 
continue unchanged. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
77% and 5 per cent; round and oval 
head, 75 and 5 per cent; iron blued, 
flat head (add 5 per cent to net 
amount of invoice), 77% and 5 per 
cent; iron blued, round head, 75 and 
5 per cent; brass, flat head, 72% and 
5 per cent; brass, round and oval 
head, 70 and 5 per cent; galvanized 
screws, 62% and 5 per cent. 

Rolled thread machine screws, iron, 
flat and round, No. 2 and No. 3, 62% 
per cent; No. 4 and larger, 70 per 
cent; fillister, No. 2 and No. 3, 57% 
per cent; No. 4 and larger, 65 per 
cent. Brass, flat and round, No. 2 
and No. 3, 57% per cent; No. 4 and 
larger, 62% per cent. 

Some jobbers quote an extra on 
wood screws of 2 and 5 percent. Cap 
screws, 70 and 10 per cent; set screws, 
70 per cent. 


Screen Wire—Spring business al- 
ready on the books is reported to be 
the largest in three years. 
as follows: 


Screen wire, black, 14 mesh, $2.40 
f.o.b. factory; 12 mesh, $1.90 f.o.b. 
factory, iy New York stock: less than 
24-in., 15¢c. C. Competitive black, 
12 mesh, $1.80 to $2.10 New York 
stock. Extra less than 24-in., 15c. C; 
half roll, 15¢. C. 

Dull finish zine coated galvanized 
cloth, 12 mesh, $2.40 f.0.b. factory, 
$2.55 New York stock; 14 mesh, $2.90 
f.o.b. factory. $3.05 New York stock; 
16 mesh, $3.45 f.o.b. factory: 13 mesh, 
$4.50 f.o.b. factory, $4.75 New York 
stock. Extras same as black. 

Bright, 12x13 mesh, $3.75 f.o.b. 
factory, $3.99 New York stock; XH 
14 mesh. $5.25 f.o.b. factory, $5.50 
New York stock; 14 mesh, $4 f.o.b. 
factory, $4.20 New York stock; 16 
mesh, $4.50 f.o.b. factory; 18 mesh, 
$6.75 f.o.b. factory; 20 mesh, $7.75 
f.o.b. factory, and 24 mesh, $9.75 


This is something 
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f.o.b. factory. Extra, less than 24-in., 
lic. C; over 48-in., 60c. per C. 

Copper, 14 mesh, $5.75 New York 
stock. Extras, lic. less than 24-in. 
No half coils. 

Bronze, 14 mesh, $6.75 f.0.b. fac- 
tory, $7 New York stock; 16 mesh, 
$7.25 f.o.b. factory, $7.65 "New York 
stock. Extras same as copper. Freight 
allowance, 50 per cent on six rolls. 


Stove Pipe.—This is a fairly active 
line at firm prices. Well balanced 
stocks are reported. 


Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4-in., $1.40 to 
1.60 per doz. lengths net; 4%-in., 
1.55 to $1.75 per doz. lengths net; 
5-in., dx 75 to $1.95 per doz. lengths 
net; 5%-in., $2 to $2.25 per doz. 
lengths net; 6-in., $2.25 to $2.50 per 
doz. lengths net. 


Snow Shovels.—One day of intermit- 
tent snow fall in the Greater City 
brought about a great many telephone 
orders for snow shovels. Aside from 
this spurt. there has been a steady call 
on the part of retailers for this item 
for the past three or four weeks. 
Stocks appear ample and prices firm, 


Jobbers’ quotations, f.o.b. New York: 

Galvanized steel snow shovels, 
ribbed steel blade, 7144 x 10-in., ash 
D-handle, $2.40 per doz. Same, ribbed 
steel blade, 21x16-in., reinforced 
back, D-handle, $11.50 per doz. 
Same, spring steel blade, 16x 18-in., 
japanned D-handle, $9.85 per doz. 


Sleds.—An active demand for sleds is 
reported. Prices are firm, and stocks 
are adequate. 


Jobbers’ quotations, f.0.b. New York: 

Sleds. — List prices Flexible Flyer, 
No. 1, $3.75 each; No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each: 
No. 5, $8.50 each; Junior Racer, $6 
each; Racer, $6.75 each; No. 4, with 
foot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 
3% per cent; f.o.b. factory, 35 per 
cent. 

List Price.—Fire Fly, No. 9, $2.30 
each; No. 10, $2.75 each; No. 11, $3.40 
each; No. 12, $3.75 each; Racer, $4 
each. 

Discount.—From New York stocks, 
40 and 5 per cent; f.o.b. factory, 40 
and 10 per cent. 


Tool Chests.—Dealers are providing 
for a heavy holiday demand by placing 
fairly heavy orders for tool chests. 
Jobbers report that this is a very active 
line at firm prices. 


Jobbers’ quotations, f.o.b. New York: 

— box, containing 6 tools, $4.08 
each. 

Hardwood cabinet, highly finished, 
mission oak, with lock and handle, 
containing 17 tools, $18.82 each. 

Wood chest, mission stained, metal 
Site. and handle, containing 17 tools, 


Wood chest, dark mission stained, 
metal clasps and handle, containing 
20 tools, $15.30 each. 

ood chest, dark mission stained, 
metal clasp and handle, containing 12 
tools, $7.65 each. 


Vacuum Cleaners.—This is one of 
many electrical home labor-saving de- 
vices that is in active demand greatly 
stimulated by holiday requirements. 
Prices are firm and stocks are ample. 

Jobbers’ quotations, f.o.b. New York: 
New improved type of vacuum 
cleaner, polished aluminum, standard 
motor, self-locking handle, adjust- 

— all attachments, $41.50 each 

net. 

Window Glass.—Local interest is fair, 
stocks are reported to be light and 
prices are unchanged, 


Jobbers’ quotations, f.o.b. New York: 

A single, 84 per cent; B single, 86 
per cent: A double, 85 per cent; B 
——. 88 per cent. List of March 1, 
1913. 








Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, I[ll., Dec. 9. 

HE figures for business done dur- 
ing the month of November were 
very satisfactory to distributors 
in this territory. The total value of 
the merchandise sold was considerably 
in excess of the same period last year. 
The month opened well and continued 
to beat the records of last year. Al- 
though the lateness of Thanksgiving 
had a retarding effect on the retail 
Christmas sales this year, they have 
now gotten into full swing and the rush 
orders for fill-in items is keeping local 
houses rushed to take care of the busi- 
ness. In fact, it has been necessary to 
work overtime, and the usual lull in 
distributing centers is just beginning to 
be felt but not as much as last year. 
The total business for the month of 
December is expected to be well above 

the showing made last year. 

Due to the reduced railroad fares 
from surrounding territory, obtained 
for the International Live Stock Ex- 
position, many merchants of all lines 
have taken advantage of coming in to 
buy. Several wholesalers have ar- 
ranged pre-inventory sales which have 
drawn buyers from great distance, 
especially in the dry goods and textile 
lines. 

Future orders continue to be booked 
in larger volume and collections are 
said to be satisfactory. There is a feel- 
ing that advancing prices will not be 
the rule, rather the exception, during 
the next quarter. There are, however, 
certain lines that will likely show higher 
tendencies. The orders for future 
goods, which are still being taken, call 
for delivery during the first quarter 
and the majority of dealers feel that 
present prices are safe investments. 

The car shortage seems to be relieved 
considerably and country merchants are 
reporting that more money is being 
made available through the sale of 
crops. Winter merchandise is now be- 
ginning to get its stride as open weather 
has held back large early shipments. 

The steel industry has been favored 
with larger buying and tonnage booked 
for some articles well into the first 
quarter of next year, and with a sub- 
stantial inquiry on other lines. Em- 
ployment has increased and the rail- 
roads have bought over 10,000 cars dur- 
ing the past week. Structural orders 
are very heavy and automobile makers 
are taking good tonnage while the im- 
plement manufacturers were only fair 
buyers. 

Building operations still show satis- 
factory volume. Mail order houses re- 
port further gains in business. Coal 
production is not exceptionally large 
but is claimed to be adequate for pres- 
ent needs. Labor prices are still high 
with stronger tendencies. 

Communities depending upon fall 
crops are varied in the amount of their 
purchases. There are some of these 
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districts where crops have been small 
and others which have been affected by 
recent strikes. There is little business 
coming from such centers and Christ- 
mas trade is not expected to be large. 
The large share of business is coming 
from busy industrial centers and pros- 
perous agricultural territories. There 
is still a shortage of buying power in 
many agricultural centers but it is be- 
lieved that these conditions will gradu- 
ally improve. 

Alarm Clocks.—The alarm clock and 
cheap watch makers are not making 
much headway in filling their orders, 
as new business keeps piling in on them 
faster than they can fill their back 


orders. Some factories announce they 

are out of the market temporarily. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: American, $11.40 in 
doz. lots, $11.04 in case lots; Blue 
Bird, $13.20 in doz. lots, $12.84 in 
case lots; Black Bird, $18.96 in doz. 


lots, $18.36 in case lots; Bunkie, $20.88 
in doz. lots, $20.16 in case lots; Look- 
out, $13.20 in doz. lots, $12.84 in case 
lots; Sleepmeter, $15.12 in doz. lots, 
$14.64 in case lots. 


Automobile Accessories. — Consider- 
able effort is being put into advertising 
this line for gifts at Christmas time, 
and it is said to be meeting with suc- 
cess. Sales continue to be in good 
volume. 


We quote 
f.o.b. Chicago: 

Jacks—No. 46 Reliable, 
lots of 10, $2.25 each; Duff No. 
$2.70 each; lots of 10, $2.50 each. 

Pumps—Rose, single cylinder, 
in., $1.65 each, 

Skid Chains— Weed, single pair 
lots, 25 per cent discount; dozen 
pair lots, 33% per cent discount; lots 
of 50 pairs, 40 per cent discount. 

Inner Py rar g 30 x 314, $1.15; 
Red, 30 x 3%, 

Spark BoE Ford, 36c. 
each; Bethlehem, mica type, 60c. 
each; Bethlehem, standard porceiain 
type, 46c. each; Splitdorf, 58c. each; 
lots of 100, 56c. each; Splitdorf Ford, 


from jobbers’ stocks, 


$2.35 each: 
8, 


14- 


50c. each; lots of 100, 48c. each; 

Champion X. 45c. each; lots of 100, 

41c. each; Champion O, 53c. each; 

lots of 100, 50c. each; Hercules Giant, 

60c. each. 

Axes.—The natural seasonable im- 
provement in sales continues. Factory 


deliveries are still very slow and prices 
are unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: First quality - * 
bitted unhandled axes, 3 to 4 
$13.50 doz. base; double bitted, $18 7) 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 


Bolts and Nuts.—Sales are geod and 
prospects are that present prices will 
be maintained for some time to come. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—It seems to be 
almost impossible te get shipments of 
butts, locks, ete. Prices have a strong 
tendency and demand continues to be 
the heaviest in years. 


stocks, 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 3144 x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.60 doz. pr:; 4 x 4 steel 
ees old copper and dull brass finish, 


stent inside sets, case lots, "$7. 20 ‘on: 
steel bit-keyed front door sets, $1. 80 
per set; wrought brass bit-keyed front 
door sets, $3.30 per set; cylinder front 
door sets, $7.50 per set. 


Baseball Goods.—While higher prices 
are in effect as indicated a few weeks 
ago, orders continue to come in large 
volume and 1923 is expected to be a rec- 
ord breaker. 


Chains.—No particular difficulty has 
yet been experienced in getting stock 
of these items. Sales continue to hold 
up well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 Ibs.: weldless coil chain, 
50-5 per cent off list; No. 00, 4% elec- 
tric welded cow ties, $2.85 per doz. 


Christmas Tree Holders.—Dealers are 
buying this item at firm prices. It is 
thought that stocks will be ample to 
meet all requirements. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Ansco, $2.25 each; 
Nesco No. 12, $6.40 doz.; No. 14, $7.75; 
No. 16, $9.25 doz. 

Christmas Tree Lights.—Sales on 
lights and outfits have been very satis- 
factory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Genuine Mazda Lamps, 
clear, 15c. each; colored, 16%4c. each. 
Discounts for quantities. 

Copper Rivets and Burrs.—Present 
prices are considered to be favorable 
and seem to be firm. The demand is 
well above the average. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 
Cutlery.—The Christmas trade has 

been very heavy. Rush fill-in orders 
are taxing these departments. The de- 
mand on popular priced carving sets 
that sell to the consumer from $5 to $10 
per set is very good. Some pocket 
knife factories have withdrawn present 
prices, " 

Field Fence.—Future orders are 
ahead of last year, although that is not 
a fair comparison, as last year’s future 
business was below the average. Job- 
bers are booking orders for after Jan. 
1 for shipment with March 1 dating. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 63% per 
cent discount from lists. 


Files.—The sales continue to improve 
along with other items of like nature. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: American files, 65-5 
per cent off list: Nicholson files, 50-10 
per cent off list; Disston files, 50- 
10-10 per cent off list; Block Diamond 
files, 50-5 per cent off list. 


Firearms and Ammunition. — Air 
rifles, pop guns and 22 caliber rifles 
are moving freely for the Christmas 
trade. Jobbers’ stocks of shot guns 
are more complete now than earlier in 
the season, 


Food Choppers.—Local prices have 
advanced. Both Universal and Enter- 
prise have advanced. Seasonable de- 
mand continues to increase sales. 
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We quote from jobbers’ stocks, 


f.o.b. Chicago: Universal, No. 0, 
$13.00; No. 1, $16.20; No. 2, $19.00; 
No. 3, $26.30. 


Galvanized Ware.—Stocks continue to 
move freely, especially the seasonable 
items such as ash cans, hods, etc. 
Heavy galvanized tubs and pails are 
short in some jobbers’ stocks. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8-qt., $1.85 doz.; 10- 
qat., $2 doz.; 12-qt., $2.35 doz.; 14-qt., 
$2.75 doz.; Galvanized wash tubs, No. 

1, $6.00 doz.; No. 2, $7.00 doz.; No. 3, 

$8.00 doz. 

Garden Hose.—Future sales are 
heavier than last year. Some manu- 
facturers have advanced prices and 
others have withdrawn their quotations. 
Local firms have not yet announced any 
advances to the trade, 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 9% to 12%c. per ft.; %-in. cord 
hose, 8% to 10c. per ft.; %-in. 
wrapped hose, 13%4c. per ft. 


Glass Oven Ware.—This line is being 
featured in nearly every hardware store 
in this section. Sales have been tre- 
mendous and many jobbers’ stocks are 
broken. The entire line seems to be 
a winner for Christmas trade. 


We quote from jobbers’ 
f.o.b. Chicago. 

Casseroles — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles—Oval, No. 193, $12 doz.; 
No. 194, $16 doz.; No. 197, $14 doz. 

Pie Plates—No. 202, $6 doz.; No. 
208, $7.20 doz.; No. 209, $7.20 doz. 

Bread Pans—WNo. 212, $7.20 doz.; 
No. 214, $12 doz. 

Utility Pans—No. 231, $8 doz.; No. 
232, $14 doz. 

Tea Pots—2-cup, $20 
$24 doz.; 6-cup, $28 doz. 
Glass and Putty.—Sales are heavy 

and demand looks as if it will continue 
for some time. Stocks are short and 
replenishments hard to obtain. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent dis- 
count; over 25-in., 83 per cent dis- 
count; Double strength A, all brack- 
ets, 84 per cent discount. Putty, 100 
lb. kits, $3.65; commercial putty, 
$3.60; Glazier’s Points, No. 1, 2 and 
3, one doz. packages, 65c. 
Hammers.—Deliveries from manu- 

facturers have not improved. Makers 
still claim they are sold up for several 
months. The market is strong at pres- 
ent prices and sales are lively. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
Ball Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; cast 
steel hammers, $5 per doz. 


Hatchets.—Considering the season, 


stocks, 


doz,; 4-cup, 


sales are very active. Manufacturers 
are slow in deliveries. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
Competitive forged shingling hat- 
chets, No. 2, $9.90 doz. 


Hickory Handles. — Advances are 
prophesied. Deliveries are slow and 
the demand continues to be exception- 
ally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles— 
No. 1 hickory axe handles, $3 doz.; 
No. 2, $2 doz.; finest selected sec- 
ond growth white hickory handles, 
$6 doz.; special white second growth 
hickory, $4.50 doz.; No. 1 hatchet and 
hammer handles, 90c. doz.; second 
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growth hickory hatchet and hammer 
handles, $1.40 doz. 


Hinges.—Stocks are very low, both 
at factories and jobbers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 93ce.; 5-in., 
6-in., $1.54; 8-in., $2.55; 10-in., 
per dozen pairs. Extra heavy T 
hinges in bundles, 4-in., $1.41; 5-in., 
$1.50; 6-in., $1.85; 8-in., $3.20; 10-in., 
$4.55 per dozen pairs. 


Ice Cream Freezers.—Future sales 
are ahead of those of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
l-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5.00, less 20-10 per cent. White 
Mountain, %-qt., $3.50; 1-qt., $4.90; 
2-qt., $5.70; 3-qt., $6.90; 4-qt., $8.30; 
6-qt., $10.50; 8-qt., $13.50; 10-qt., 
$18.00; 12-qt., $21.60, less 50 per cent. 
Arctic, 1-qt., $3.80; 2-qt., $4.60; 3-qt., 
$5.45; 4-qt., $6.80; 6-qt., $8.60; 8-qt., 
$11.10, less 50 per cent. 


Ice Skates.—Shipments are far ahead 
of last year. The cold snap started a 
heavy demand which shows stocks were 
very low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp rocker, 
men’s and boys’, bright finish, Tic. 
per pair; key clamp hockey, $1.03 per 
pair; half key clamp hockey, women’s 
and girls’, 96c. per pair; half key 
clamp hockey, women’s and girls’ 
$1.26 per pair. 


Lanterns.—Jobbers’ stocks are in 
good shape, but factories are unable to 
ship all patterns promptly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz. Monarch tin lanterns, hot 
blast, $8.25 per doz. No. 2 Dietz cold 
blast lanterns, $13.00 per doz.; with 
large founts, $14.25 per doz.; scout, 
$6.00 per doz. 


Lawn Fence and Gates.—Orders for 
shipment Jan. 1 with March 1 dating 
are being booked in very satisfactory 
volume which exceeds last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
Factories advise they are about filled 
up with orders for all they can make 
until end of next season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.29 each net; 
14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; Ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades. reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Same, 16-in., $9.95 
each net; same, 18-in., $10.45 cach 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net. Same for mowers 16 to 20-in., 
$10.50 per doz. net. 


Nails.— No improvement in _ local 
stocks has been noted. The cold 
weather is expected to slow up the de- 
mand somewhat. 


We qucte from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.45 per keg base. The extra for gal- 
vanized nails is now $1.50 for 1-in. 
and longer; $2.00 for shorter than 
1-in. 


Oil Heaters.—Better weather condi- 
tions has brought out a larger demand 
for this line. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Florence black oil 
heaters, $7.00 each list; nickel trim- 
med, $8.50 each list; blue enamel, 
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$10.50 each list, all subject to 30-5 
per cent discount. Perfection Oil 
heaters, black, $6.75 each list; nickel 
trimmed, $8.25 each list; blue en- 
amel, $10.50 each list, all subject to 
30 per cent discount. 


Paints and Oils—The demand con- 
tinues to be very good. Future sales 
are ahead of last year. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil—Raw, barrel lots, 97c. 
per gal.; 5 barrel lots, 93c. per gal. 


stocks, 


Linseed Oil—Boiled, barrel lots, 
99c. per gal.; 5 barrel lots, 95c. per 
gal. 

Turpentine—In barrels, $1.76 per 
gal. 

Denatured Alcohol—In barrels, 42c. 
per gal. 


White Lead—100 Ib. kegs, 13%4c. per 
lb.; 50 Ib. kegs, 12%c. per Ib.; 25 Ib. 
kegs, 12%c. per Ilb.; 12% lb. kegs, 
13%c. per Ib. 

Dry Paste—In barrels, 6%c. per Ib. 

Shellac—(4 Ib. goods) White, $3.95 
per gal.; Orange, $3.70 per gal. 

English Venetian Red—In barrels, 
$3.50 to $6.75 per 100 Ibs. 

Radio.—A popular Christmas gift this 
year will undoubtedly be a radio set. 
Sales on moderate-priced sets have 


shown a nice increase for holiday trade. 


Refrigerators.—The future demand 
has been heavy enough to cause the 
majority of manufacturers to announce 
they were sold up until April 1. 


Roofing and Building Paper.—Sales 
continue heavy despite the lateness of 
the season. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.85 per 
square; best tale surfaced, $2.25 per 
square; medium tale surfaced, $1.60 
per square; light tale surfaced, 90c. 
per square; red rosin sheathing, $55 
per ton. 

Rope.— Spring orders are heavier 
than last year. Sisal rope prices have 
re-acted from the recent decline, and 
have advanced 1 cent per pound. Manila 
prices are reported strong, with advanc- 
ing tendency. Current sales are good. 

We qucte from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 16'<c. to 18%c. 
per Ilb.; No. 2 manila rope, 15%c. to 
16%c. per lb. base; so-called hard- 
ware grade manila rope, 15%c. per 
lb., No. 1 sisal rope, highest quality, 
standard brands, 13%ec. to 15%4c. per 
lb. base; No. 2 sisal rope, standard 
brands, 12\%4c. to 14c. per Ib. base. 
Sash Cord.—Local prices have ad- 

vanced 2 cents per lb. Sales continue 
heavy. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.35 per doz. hanks; No. 8, $11.95 per 
doz hanks. 

Sash Weights.—Prices are unchanged 
and demand remains good. 

We quote from _ jobbers’ 
f.o.b. Chicago: Sash weights, 
ton. 

Screws.—Present prices are expected 
to hold until the first of the year at 


stocks, 
$50 per 


least. Sales are very good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 


screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 

Shearing and Clipping Machines.— 
Orders are being booked in excellent 
volume. Due to spell of warm weather 
in Southern States, many dealers are 
ordering their horse clipping machines, 
plates, grinders and parts now. Deal- 
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ers would do well to look up their stocks 
now. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball- 
bearing clipping machine, $10.75; No. 
360 top plate, $1.00; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages; hanging 
type, $80.00; pedestal type, $85.00; 
dealer’s discount 25 per cent. 

Job- 


Sleds.—Sales are very good. 
bers can hardly obtain stock enough 
and shortage is expected before the 
season is advanced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 33-in., $11.00 doz.; 36- 
in., $13.50 doz.; 40-in., $16.00 doz.; 
45-in., $20.50 doz.; 56-in., $27.00 doz. 
Snow Shovels.—Sales continue to im- 

prove as season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Galvanized steel snow 
shovels, ribbed steel blade, 74% x 10- 
in., ash D handle, $2.50 per doz. Same 
ribbed steel blade, 21 x 16-in., rein- 
forced back, D handle, $10.90 per doz. 
Same spring steel blade, 1¢ x 18-in., 
japanned D handle, $10.30 per doz. 


Solder and Babbitt Metal.—Prices re- 
main firm at a high level, and sales 
are excellent, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Waranted 50-50 
solder, $25 per 100 lb.; medium 45-55 
solder, $24 per 100 Ib.; tinners’ 40-60 
solder, $23 per 100 lb.; high-speed 
babbitt metal, $20 per 100 Ib.; stand- 
’ No. 4 babbitt metal, $10 per 100 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Dec. 9. 


HE Federal Reserve Bank here, in 

one of its most recent publications 
regarding New England, says that, al- 
though there is considerable difference 
of opinion as to the significance of many 
current changes, there has seemed to 
be at least a temporary or seasonable 
slowing-down in the rate of improve- 
ment in business during the past few 
weeks, This statement unquestionably 
is true in a general way, but insofar 
as the hardware jobbing business is con- 
cerned, it hardly applies. Jobbing 
hardware houses report sales running 
well in excess of those for 1921, each 
month, which naturally reflects a good 
movement of merchandise over the re- 
tail counter. 

Hardware manufacturers, in nine out 
of ten cases, are busier than at any 
time since the 1920 business depression. 
The question arises in the minds of 
many people as to the probability of 
the hardware business continuing good 
throughout 1923. Incoming forward 
business for spring delivery is being 
booked on a larger scale than antici- 
pated, according to the jobbing trade 
here, which is taken as a forerunner 
of general hardware activity. 

It is believed however, a further re- 


adjustment in prices is probable—some. 


advances and some declines. This re- 
adjustment may cause temporary slow- 
downs in the movement of goods from 
manufacturers to consumer. But the 
facts remain that stocks of hardware 





HARDWARE AGE 


Steel Goods.—Dealers are placing 
liberal future orders. Because of the 
high price of coal, coke, steel, ash and 
labor, as well as poor transportation, 
the steel mills are behind on orders. 
Although advances have been made, 
business is being placed liberally. 


Steel Sheets—The market remains 
very firm, though it has been announced 
that there will be no advances for the 
first quarter of next year. Deliveries 
have improved and local stocks are in 
good shape. 

We quvote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 109 lhb.; 28-gage black 
sheets, $4.85 per 190 Ih. 

Stove Pipe and Elbows.—Stocks are 
getting into better shape. Sales are 
heavy for the season. Fireplace fix- 
tures and screens continue in good de- 
mand with stocks low. 

We quote from jobbers’ 
f.o.b. Chicago: 

Stove Pipe—6-in. 30-gage, $12 doz.; 
28-gage, $14 doz.; 26-gage, $16 doz. 

Elbows—6-in., 30-gage, $1.25 doz.; 
Se. $1.50 doz.; 26-gage, $1.75 


Oz. 
Hods—Galvanized, 17-in., $5 
per doz 


Stove Boards—Crystal, 33-in., $20.85 
per doz. 


Traps.—The demand continues to be 
excellent. The high price of furs is 


stocks, 
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in distributors’ hands are small, and 
that the public is still short of much 
required merchandise. Conservative 
jobbing houses call attention to a dan- 
ger of prices reaching a level too high 
to be attractive to the purchaser, but 
at the same time maintain we are not 
at that point. 

Price changes the past week were 
few and for the most part unimportant. 
The final spasm of retail pre-holiday 
trade buying is being experienced by 
the jobbing trade. Both retail and 
wholesale dealers report collections as 
slow, the most unfavorable feature in 
the hardware situation to-day. But 
this condition has existed many months, 
and is decidedly better than it was 
one and two months ago. Compara- 
tively high money rates charged by 
the banking institutions, the increasing 
cost of living in New England, and the 
continued high cost of doing business 
to-day are the most commonly given 
causes for slow collections. And yet, 
with its many problems, the hardware 
market apparently is in a healthy and 
flourishing condition. Best of all, the 
earmarks all suggest its continuing so. 

Ammunition.—It has been a great 
week in Massachusetts for the sale of 
ammunition. For there was a short 
open season ending to-day on deer, and 
hundreds owning guns scoured every 
wooded spot in the State in the hope 
of bagging an animal. Last year some- 
thing like 1100 deer were killed in 
Massachusetts during the open season. 
It is too early to know the 1922 rec- 
ord. According to the enthusiastic 
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responsible for the demand as more 
people are trapping this season than 
usual. The open weather has been 
favorable to trapping and has helped 
sales. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 Victor, $1.53 
doz.; No. 1, $1.83 doz.; No. 1%, $2.75 
doz.; No. 2, $3.60 doz.; No. 1 Oneida 
Jump, $2.20 doz.; No. 1%, $3.17 doz.; 
No. 2, $4.88 doz.; No. 115X Triple 
Clutch, $2.75 doz.; No. 215X Triple 
Clutch, $4.88 doz. 

Wire Goods.—Future orders are yell 
ahead of last year, all indications point 
to a very heavy season with possible 
shortages on wire products. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 Black annealed 
wire, $3.20 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.10 per 100 1b.; 86-rod spool gal- 
vanized hog wire, $3.85 per spool; No. 

8 galvanized plain wire, $3.70 per 100 

lb.; Polished fence staples, $3.75 per 

100 lb.; catch weight spools painted 

barb wire, $3.75 per 100 lb.; 12 mesh 

black wire cloth, $1.85 per 100 sq. ft.; 

12 mesh galvanized wire cloth, $2.15 

per 100 sq. ft.; galvanized before 

poultry netting, 56 per cent discount; 

galvanized after poultry netting, 51 

per cent discount. 

Wrenches.—Very satisfactory sales 
are reported and prices are firm. 

We quote from jobbers’ stocks, 
f.u.b. Chicago: Agricultural wrenches, 
60 per cent; engineers’ wrenches, 40 
per cent; Knife handles, 50 per cent. 


hunters, there must be something like 
5,000,000 deer in this State. The 
chances are more rabbits, foxes and 
ducks were killed than deer. But, at 
any rate, everybody appears to have 
had a lot of fun, and, incidentally, the 
retail hardware dealers, especially in 
the western part of the State, have 
made money on ammunition. 

We quote from Boston 


stocks: 
Ammunition. — Loaded shells, 25 
rim fire 


and 1 per cent discount; 
cartridges, 25 per cent discount; 
eenter fire cartridges, 18 per cent 
discount. 

Drop Shot.—Smaller than B, $2.50 
per bag; B and larger, $2.75 per bag. 
Air rifle, Boy Scout, shot, $4.60 per 
case. 


Axes.—With the glass down in the 
20’s on some recent days, retail sales 
of axes have speeded up somewhat 
since last reports, and this fact has 
been reflected to a moderate degree 
in the local wholesale market. Incom- 
ing business, say the jobbers, in each 
instance involves a small amount of 
merchandise, but in the aggregate the 
showing is unusually good for this time 
of the year. Local jobbers’ stocks are 
down to small proportions. 

We quote from Boston jobbers’ 
stocks: Single bit axes, first quality, 
without handles, $14 per dozen; 
double bit axes, without handles, $19 
per dozen: single bit axes, with 
handles, $17.75 per dozen. 
Benches.—Business in benches is 

opening up well. Most of the jobbing 
houses here have not received ship- 
ments from western makers as yet, 
but expect to within the next few 
day. A fairly large percentage of these 


jobbers’ 
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benches already are sold. Going busi- 
ness is largely confined to eastern 
makes, which cost more than western 
kinds. Bench legs are selling satisfac- 
torily, a great many people preferring 
to “make their own,” because they want 
something a little different. 


We quote from Boston jobbers’ 
stocks: 
Benches. — Eastern makes, 42-in. 


top, one vise (front), $24 each; 42-in. 
top, two vises (front and back), $27.50 
each; 42-in. top, two vises, with set 
of drawers, $37.50 each. 

Bench Legs.—Standard makes, $7.50 
one Discount of 25 per cent to the 
trade. 


Blacksmith Supplies—Local jobbing 
quotations on toe calks have been ad- 
vanced 15 cents a box. Otherwise 
blacksmith supplies are unchanged in 
price. The demand for practicaily 
everything in this department of the 
hardware market is less active than 
it was a month back, yet a considerable 
tonnage of goods is being moved daily. 
Compared with a year ago, going busi- 
ness is very much better. 


We quote 
stocks: 
Anvils.—Standard makes, 17c. per 


from Boston jobbers’ 


‘Axles.—Square bed, drawn bed and 
one-piece, under 2%-in., llc. per Ib.; 
square bed, drawn and one-piece, 
2%-in. and 3-in., 10c. per lb., coach 
bed axles, 11%c. per lb. 

Springs.—Common wagon and car- 
riage springs, 12c. per Ib. base. 

Horseshoes. — We quote from job- 
bers’ stocks: Standard makes in 100- 
lb. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 or 
larger. To Connecticut blacksmiths 
and consumers the base price is $6.75 
for 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes. — Side weight, $11.59 
per keg; track side weights, $11.75; 
toe weights, $10.25; steel shoes, $8.75; 
toe creased, $7.25; side wear, $9.25; 
calked, $9.25; extra. light calked, 
$9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light; 
driving, $8.75; featherweights, $8.75; 
all assorted shoes, 50c. per keg extra. 

Welded Toe Caiks. — Dull, $2.15 per 
box; sharp, $2.40; blunt heel, $2.40; 
sharp heel, $2.65. 

Nails. — Horseshoe, Reliance and 
Brighton Crown and Leader, No. 5, 
$5.90 per keg; No. 6, $5.25: No. 7, 
$5.05; No. 8; $4.85; No. 9, 10 and 11, 
$4.65. 

Blankets.—New lines of horse blan- 
kets are being shown by the manufac- 
turers for which prices are slightly 
higher, presumably 10 to 15 cents per 
blanket as compared with a year ago. 
Burlap blankets are all of 30 per cent 
higher than a year ago, but not more 
than 10 cents to 15 cents each higher 
than last quotations. Manufacturers say 
the burlap market has advanced 100 per 
cent during the past year, which ac- 
counts for the higher prices quoted by 
them. Jobbers here are making a good 
clean-up on old stock, as well as on 


robes of all kinds and makes. 

Bottles. — Word is being passed 
around in the wholesale market here 
that certain vacuum bottles, at least, 
will be advanced around Jan. 1. The 
bottle situation apparently is very 
strong. Foreign makes are not very 
much of a factor in the market to-day, 
and stocks of American-made goods 
are melting quickly and by Jan. 1 pos- 
sibly will be at a minimum in the job- 
bing trade. Retail dealers are en- 
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joying a good pre-holiday trade, the 
cold weather making a hot cup of cof- 
fee or tea for the man who works out 
of doors decidedly popular. Most re- 
tail dealers are expecting bottles will 
be one of the best selling lines of mer- 
chandise handled by them during the 
Christmas season, 

from Boston 


We quote jobbers’ 


stocks: 

Bottles.—Thermos and Universal, 
brown, pints, $1.75 each, quarts, $3; 
green, pints, $2, quarts, $3.25; plain 
nickel, pints, $3, quarts, $4.50; corru- 
gated nickel, pints, $2.75, quarts, $4.25. 

Fillers.—Pint sizes, $1.10; quart 
sizes, $1.75. 

Discounts, 25 and 10 per cent. 
Brooders.—Local jobbing houses al- 

ready are beginning to take orders for 
brooders to be delivered in 1923. This 
year was the largest on record in whole- 
sale sales of this class of merchandise. 
A lot of people who in the past used 
to put down a case or two of eggs 
each year are raising their own chick- 
ens, which has created a bigger mar- 
ket for poultry supplies of all kinds. 
There is no reason to anticipate 1923 
will not be even a better year than 
1922. 


We quote from Boston 
stocks: 

Brooders.—National line, A, 500 chic 
capacity, $21.50 each; B, 1000 chic 
cgpacity, $26.50 each. Less 35 per 
cent discount to the trade. Orders 
booked now have spring dating. 


Bucksaws.—The demand for buck- 
saws and saw bucks hangs on remark- 
ably well. To be sure, it is not brisk, 
because most of the retail dealers in 
this territory covered their require- 
ments months ago. The buying to-day 
comes mostly from those retail deal- 
ers who are sold out, and naturally 
their individual re-orders are small. 


We quote from Boston jobbers’ 
stocks: 

Saw Bucks.—Rigid, $4.50 per dozen; 
folding, $4 per dozen. 

Cross-cut Saws.—One man, $2.40 
each. 


Chain.—Most kinds of chain are sell- 
ing well, all things considered, but the 
market for machine kinds apparently 
has a little edge on that for other 
kinds. Many New England manufac- 
turers are doing. an unusual lot of re- 
pair work in their shops, which un- 
doubtedly explains the activity of the 
chain market to-day. 


We quote from Boston jobbers’ 
stocks: 


jobbers’ 


Machine Chains. — Twist lengths, 
fs-in., 15c. per Ib.; %-in., 13c. per 
Ib.; ye-in., 12%c. per Ilb.; long or 


open length link chain, +;-in., 16%4c. 
per Ib.; %-in., 15c. per lb.: 9/32-in., 
14c. per Ib.; #;-in., 12%c. per Ib.: %- 
in., lle. per Ib. 

Proof Coil Self Colored Chain.— /;- 
in., $13.30 per 100 lb.; %-in., $12.15; 
fx-in., 10.20; %-in., $8.95; y-in., 
$8 , $7.70; Pr-in., $9.25: 5- 
in., $8.95: %-in., $8.60; %-in., $8.30; 
14%-in., $8 per 100 lb. 


Choppers.—The universal line of 
food choppers has been advanced slight- 
ly by both manufacturers and jobbers. 


We quote jobbers’ 
stocks: 

Food Choppers.—Universal line, No. 
00, $1.65 each; No. 01, $2; No. 02, $2.35; 
No. 03, $3.25; No. 304, $7.50; No. 323, 
$2.75: No. 344, $12, all list prices. 

Discounts, 25 and 10 per cent. 


Cook Stoves (Oil).—Although usual- 
ly quiet at this time of the year, the 
sale of oil cook stoves is more than 


from Boston 
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holding its own. Some of the retail 
hardware trade are placing their busi- 
ness for spring delivery, and judging 
from the size of such orders, distrib- 
utors are getting ready for a big sea- 
son. 

We quote from Boston jobbers’ 
stocks: 

Florence line. — 2-burner, $11.40 
each, net; 3-burner, $14.70; 4-burner, 
$17.75. 

Cutlery.—As might be expected, cut- 
lery is going big with the jobber these 
days. Those retail dealers that held 
back last month are coming into the 
market freely. Local stocks of some 
things are badly broken, although 
manufacturers, especially in the Con- 
necticut territory, have been doing bet- 
ter in the matter of shipments, It so 
happens, however, that most of the cut- 
lery houses in this country have more 
business than they can properly han- 
dle. A great many of the retail trade 
do not realize the extent of the come- 
back in the cutlery industry. Many 
manufacturing plants are working cer- 
tain departments overtime and taking 
on all the extra help available. 

Electrical Goods.—The demand for 
electrical goods has materially im- 
proved since last reports, but could 
be better. It appears to run to certain 
lines and is not as general as at this 
time in former years. Prices are re- 
ported firm all down the line, and most 
everybody in the wholesale field is in- 
clined to look for higher rather than 
lower quotations before long. 

We quote from Boston 
stocks: i 

Irons.—Hotpoint, 30 per cent dis- 
count; Damanco, in lots of five or 
more, $3.35 each; in lots of less than 
five, $3.50 each; Sheldon, $3.25 net 
each; Universal nickel plated, No. 901, 
7.50 each: No. 902, $6.75; No. 905, 
$6.75; No. 708. $875; No. 9021, $6.50; 
No. 9023, $6.25; No. 9051, $8. 
count, 20 per cent; 12 pieces or more, 
30-5 per cent; 24 pieces or more, 30- 
7% per cent. 

Heaters.—Hotpoint, 30 per cent dis- 
count. Universal, No. 9952, sunburst 
type, $11.50 list: discount, 30 per 
cent. 

Percolators.—Coffee, Universal, No. 
9166, nickel, $22; copper, $23.50; sil- 
ver, $26.50 each; No. 9169, nickel, 
$24.50: copper, $26; silver, $29; No. 
159, $2.50 each net. Discount, 30 per 
cent, 12 pieces or more, 50-5; 24 
pieces or more, 30-7% per cent. 

Toasters. — Universal, nickel, No. 
945, $7.50 each; No. 946, $6.75. Dis- 
count same as on other goods. Re- 
verso, $5.75 net each; Star, $3.76 net 
each. 

Grills.—Universal, nickel, No. 984, 
$12.50 each; No. 982, $11.50. Discounts 
same as on other goods. 

Heat-Pads.—Universal, nickel, No. 
9940, $10.75 each. Discounts same as 
on other goods. é 

Curling trons.—Universal, nickel, 
No. 9901, $6.25 each; No. 99011, $6.75. 
Discounts same as on other goods. 


jobbers’ 


Ranges.—Two-burners, with grill 
and ovens, No. 9688, $3150. Discount, 
30 per cent. 

Thermax Line.—Curling iron, $36 


per doz.; household iron, $40; toast- 
ers, $40; heating pads, $40 and $60; 
percolators, $60; disc stove, $69; radi- 
ators, $72; grill, $80; waffle iron, $97. 


Galvanized Ware.—Ash cans, gar- 
bage cans and coal hods are leaders in 
activity in the market for galvanized 
ware. The average retail dealer has 
his mind on Christmas goods at this 
time of the year and not on galvan- 
ized ware, yet demands of customers 
force them into the market day after 
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day, and aggregate shipments each 
week mount up well. Prices are re- 
ported as steady and unchanged. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans. — Galvanizer, No. 04118, 
$2.75 each; No. 109, $4.25 each. 


Coal Hods. — Japanned, with wood 
handles, 15-in., $3. 16 per doz.; 16-in., 


$3.40; 17-in., 
"15+in., $4.34; '16-in., 

$4.80; 17-in., $5.16; 18-in., $5.60. 

Palls.—8-qt., $2.25 per doz.; 10-qt., 
$2.54 per doz.; 12-qt., $2.78 per doz.; 
11-qt., $3.12; heavier nails, 40 Ib. to 
the dozen, $4.30 per doz.; 50 lb. to 
the doz., $5.50 per doz. 

Tubs. — No. 200, $12.35 per doz., 
No. 300, $13.75 per doz. 


Garbage Cans.—Galvanized, No. 1, 
$1.68 per doz.; No. 2, $1.48; No. 4, 
$1.08. 

Refrigerator Pans.—No. 2, $4.45 
per doz.; No. 3, $5.50 per doz. 
Heaters.—The general public, as 


usual, puts off buying necessities as 
long as possible, the tendency being 
toward luxuries. People without coal 
have known for a long time that the 
chances for their getting any are slim, 
but it took real winter weather with 
resulting cold bathrooms, etc., to force 
home the practicability of an oil heater. 
Result—mighty good retail sales are 
reported this week from many direc- 
tions. Dealers, who a fortnight ago 
had visions of being stuck with heat- 
ers, are talking differently to-day. 


We quote from Boston jobbers’ 
stocks: 

Oil Heaters.—Danglar line, No. 251, 
$6.65 each; No. 261, $8; No. 266, $9.50; 
No. 271, $10.75. Discount to the 
trade, 33% per cent. 

Florence line, black, $5 each; by 
the dozen, $4.65 each; nickel, $6.10 
each, by the dozen, $5.70 each; blue, 
$7.50 each, by the Gozen, $7 each; 
large heaters, capacity approximately 
1% gal. of: oil, black, $8.50 each, by 
the dozen, $8 each; nickel, $9.75 each, 
by the dozen, $9.35 each; blue, $12.25 
each, by the dozen, $11.75 each. All 
prices net. 

Hot Plates.—All kinds and makes 
of hot plates evidently are going to be a 
holiday merchandising proposition with 
many retail dealers this year. Jobbers’ 
sales are not as big as they were 
a month back, but nevertheless are 
highly satisfactory and certain whole- 
sale stocks are down to narrow mar- 
gins. 

We quote from Boston 
stocks: 

Hot Plates.—Rogers line, round, in 
less than dozen lots, $1.50 each; in 
dozen lots, $1.40 each: in three dozen 
lots, $1.85 each. Little Chef, square, 
in less than dozen lots, $1.40; in dozen 
lots. $1.40; in three dozen lots, $1.35 
each. 

Hot Water Bottles—As might be ex- 
pected at this time of the year, the de- 
mand for all-metal hot water bottles 
is increasing. These goods make use- 
ful, as well as attractive, holiday mer- 
chandise. Local stocks are far from 
excessive, but apparently sufficient for 
requirements, while prices remain as 
heretofore. 


We quote from Boston jobbers’ 
stocks: 

Hot Water Bottles.—All metal, Uni- 
versal, No. 883, $3 each. Discount, 
25 and 10 per cent. Cello line, No. 
200, $3 each; No. 250, $3.50; No. 300, 
$5. Discount, 30 per cent. Palco, 
two-pints, $1.75 each; 3-pints, $2.80. 
Hunting Accessories.—With the in- 

crease in ammunition business has come 
a larger sale of hunting accessories. 


Retail dealers are not only buying for 


jobbers’ 
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immediately, but for holiday require- 
ments as well. Contrasted with a year 


ago, prices show remarkably small 
changes. 
We quote from Boston jobbers’ 
stocks: 


Hunting Accessories.—Marble hunt- 
ing knives, No. 49, 4%4-in., $1.71 each 
net, No. 45, 5-in., $1.90, No. 45, 6-in., 
$2.28; hunting axes, No. 9, $1.05; No. 
2, $2.28; match boxes, $5.50 per dozen. 


Kits.—It is strongly intimated that 
lunch kits will be advanced at least 25 
per cent within the next week or ten 
days. Manufacturers are simply buried 
with business, and few of them have 
sufficient material on hand to make the 
goods. 

Letter Boxes and Plates.—The Gov- 
ernment’s ruling that all letter boxes 
shall have a slot in the door, and other 
regulations, has created a shortage of 
goods. Manufacturers are swamped 
with orders and are having difficulty 
in turning out stock due to various 
reasons, chiefly lack of raw material 
and machinery. The situation is so 
acute, the Government has extended 
from Jan. 1 to March 1 the time when 
the new law goes into effect. 


Nails.—The nail supply situation ap- 
pears to be better, but is still far from 
satisfactory. Prices are reported as 
firm in all departments of the nail 
market. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.70 per keg, base, 
from store; from mill, in less than 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.15 per 
keg, base, from store; from factory, 
in less than carload lots, $3.85 per 
keg, base; galvanized nails, 1 in. and 
longer, add $1.75 per keg, shorter, add 
$2.25; hard steel nails, $3.85 per keg, 
base, from store. 

Pruning Shears.—Some of the manu- 
facturers of hand pruning shears have 
advanced prices about 10 per cent, and 


jobbers have taken similar action. 


Radio Goods.—Judging from inquiries 
being made by customers and by busi- 
ness already placed, to be delivered 
prior to Dec. 25, radio goods will figure 
prominently as gifts this Christmas. 
Inasmuch as purchases very often run 
into big money, one might suppose peo- 
ple would go light on radio apparatus 
On the contrary, a large percentage 
of the business already booked runs to 
the highest priced sets available on 
the market. 


Rules and Levels.—The suggestion 
has been made, and it seems a good 
one to play up rules and levels along 
with find tools, wrenches, etc., as holi- 
day gifts. The quality of American- 
made goods to-day certainly qualifies 
them for gifts as well as practical 
working tools. 


We quote from Boston jobbers’ 
stocks: 

Levels.—Stanley Rule & Level Co. 
line, No. 44, bit. 36c. each; No. 41 
pocket, $1.61 per doz.: No. 31, 2%-in., 
hexagon, 34c. each; No. 391%, mechan- 
ics, 60c. each; No. 36, 12-in., metallic, 
$1.75 each.. 


Sash Cord.—A still further advance 
in sash cord is announced by the job- 
bing trade, following an upward revi- 
sion in manufacturers’ lists. This ad- 
vance is the second one within as many 
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months and is based entirely on the 
cost of raw cotton. It amounts to 3c 


a pound. 
bo A _ quote from Boston jobbers’ 
stock 
each Cord.—Acme, 5ic., base, No. 
7, 52c.; No. 6, 54c.; Sachem, No. 8, 
48c.; No. 7, 49¢c.; Sampson Spot cord, 
No. 7, 75c.; Nos. 8, 9, 10, 


Screen Doors.—Talk of still higher 
prices on screens and doors is going the 
rounds locally. The most common be- 
lief is that the advance will take place 
on or about Dec. 15, 


Sheets.—One of the brightest spots 
in the heavy hardware market is sheets. 
Black, blue annealed and galvanized are 
all selling remarkably well for this time 
of the year! The price situation ap- 
pears stabilized. Local stocks are in 
fairly good condition. 

We quote from Boston jobbers’ 
stocks: 
Sheets, No. 10 blue annealed, $4.15 


per 100 Ib.; No. 28 black, $5.40; No. 
28 galvanized, $6.40. 


Shovels.—Wooden and metal. snow 
shovels continue to move out of stocks, 
although largely on orders taken some 
time back. Some very good business, 
however, has developed within the past 
ten days. 

We quote from Boston jobbers’ 
stocks: 

Snow Shovels.—Long handle, $4.50 
per doz.; split wooden D-handles, 
$6.40; steel D-handle, $5.50. 

Fire Shovels.—Japanned, No. 54, 
72c. per doz.; No. 86, 84c.; No. 80, 60c. 
Galvanized, No. 254, 78¢. per doz.; 
No. 256, 94c. 

Traps.—The wholesale market for 
traps is quiet, but retail dealers have 
and are enjoying a good trade, if 
reports received are true. The news- 
papers throughout New England are 
telling each day of trappings made by 
this or that native, and such reports 
stimulate retail hardware sales. 


We quote from Boston jobbers’ 
stocks: 

Blake Line.—With chain, No. 2, $2 
per doz.; No. 1, $2.85; No. 1%, $3. 40; 
No. 2, $5.20; No. 3, $7: No. 4, $8.20. 

Ye « Line. ee on: No. 
No. 1, $2.20; No. 


No. 1 $3.05; 40: No. 
115, $2.26; "No. 215. $3.66; No. 115X, 
$2.75; No. 215X, $4.88. 


Oneida Jump Line. — With chain, 
No. 0, $1.98; No. 1, $2.20; No. 1%, 
$3.17; No. 2, $4.88; No. 3, $6.59. 

Victor Line.—-No. 0, $1.53; No. 1, 
$1.83; No. 1%, $2.75; No. 2, $3.60; 
No. 3, $6.10. 


Wrenches.—Representatives of cer- 
tain makers of wrenches are circulating 
reports of an impending advance in 
prices. The manufacturers themselves 
apparently have had nothing to say on 
the matter. Just now the jobbers are 
having a good call for most makes and 
kinds of wrenches and expect to right 
up to the day before Christmas. 


We quote from Boston jobbers’ 
stocks: 

Be and Stee! Handle.—Coes, 6- 

$15 a dozen; 8-in., $18; 10-in., 
323. 12-in., $28; 15-in., $38; 18-in., $48; 
21-in., 58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 
50 per cent off list is allowed on the 
above wrenches. 

Pipe Wrenches.—Stillson, Walworth 
and Trimo, 60 and 5 per cent off list; 
parts 60 and 5 per cent discount. 

Miscellaneous. — Drop forged 
wrenches, 40 per cent discount; Wes- 
cott, 25 per cent discount; agricul- 
tural wrenches, 60 per cent off list. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec. 11. 


T= practically normal rate of opera- 
tions in steel works and blast fur- 
naces is shown by the figures of blast 
furnace output of pig iron in November 
which have just been ssued. These 
figures show that the output of pig iron 
last month was 2,849,703 tons, the larg- 
est output in any one month since Nov., 
1920. Last month 24 more blast fur- 
naces were started up, and there are 
now 242 furnaces active against 218 on 
Oct. 1. Pig iron output is now at the 
rate of no less than 35,500,000 tons per 
year, while in the whole year of 1921 
the total output was only 16,688,000 
tons. The average rate of operations 
now among the steel mills is about 80 
per cent, and this country is now mak- 
ing semi-finished steel at the rate of 
nearly 3,000,000 tons per month, more 
than twice the rate of output in the 
summer of 1921. With these figures it 
is easy to see at once that the steel 
trade is on a good sound basis, and will 
enter the new year of 1923 operating 
at close to maximum output, 

Deliveries of various forms of steel 
are very much better than a month or 
two ago. Some consumers say thac 
lately they have been getting shipments 
faster than they really needed the ma- 
terial, and are using this in ar effort to 
bear prices by further saying that some 
steel mills have very few orders ahead, 
and that when these mills get hungry 
for business, there are bound to be some 
recessions in prices. Probably the 
heavy plate mills are more badly in 
need of orders than mills rolling any 
other forms of finished steel. Recently 
a large order of sheared plates was 
placed by a leading shipyard at 1.80 
cents at mill, the regular price of plates 
being regarded as 2 cents at mill. There 
was hesitation on the part of the inde- 
pendent makers of tin plate in adopt- 
ing the price of $4.75 per base box an- 
nounced recently by the American Sheet 
& Tin Plate Co. as its price for the first 
quarter of 1923, but now they have all 
fallen in line, and very heavy contracts 
for tin plate for first quarter shipment 
have been placed by the can makers 
and other large consumers. 

The outlook is that 1923 will be as 
good a year in tin plate as this year, 
and 1922 has been the biggest year 
that the tin plate makers have had since 
the close of the war. 

Jobbers and retail hardware dealers 
in this district had a good month in 
November, but anticipate that Decem- 
ber may show a smaller volume of busi- 
ness as sales are likely to be largely in 
holiday goods, prices on which do not 
mount up as fast as on staple hard- 
ware. So far, sales of holiday goods 
have been a little slow, but are expected 
to be heavier this month. The car 
situation is somewhat better, and job- 
bers report they are getting better de- 
liveries than for some time. Collections 
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are reported as fairly satisfactory, but 
in the coal and coke districts are a little 
slow. 

There is not likely to be much change 
in hardware prices one way or the other 
until after the first of the new year. 
Retailers will buy this month only what 
they must have, as inventory period will 
soon be here. 


Automobile Accessories.— As _pre- 
dicted in our reports for several weeks, 
prices on tires have been advanced 
about 10 per cent, the first maker to 
announce the advance being the Kelly- 
Springfield Tire Co. of Springfield, 
Ohio, but other makers will soon take 
the same action. Demand for acces- 
sories is good, and prices are holding 
firm. An advance in prices on some ac- 
cessories is looked for at any time. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

Millers Falls, No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each 
for over 100; Champion regular, 53c. 


Axes.—Demand is still fairly active, 
but jobbers report there is great delay 
in getting deliveries from the factories. 
Prices are firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double  bitted, 
handled, $21 per doz.; unhandled, $18 
per doz. 


Bolts and Nuts.—The new demand is 
quiet, but specifications on old con- 
tracts are coming in at a fair rate. It 
is the impression that sales will be 
better after the first of the year. Prices 
are only fairly strong. 


Discounts being quoted on bolts and 
nuts, also the prices on rivets to the 
large trade are as follows: 

Machine bolts, small, rolled threads, 
60 and 5 per cent off list. Machine 
bolts, small, cut threads, 50 and 10 
per cent off list. Machine bolts, 
larger and longer, 50 and 10 per cent 
off list. Carriage bolts, %x6 in.: 
Smaller and shorter, rolled threads, 
50, 10 and 5 per cent off list; cut 
threads, 50 per cent off list; longer 
and larger sizes, 50 per cent off list. 
Lag bolts, 60 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 50 
and 10 per cent off list; other style 
heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, %x4 in.: 
Smaller and shorter, 45 per cent off 
list; larger and longer sizes, 45 per 
cent off list. Hot pressed square 
7, hexagon blank nuts, $3.25 to $3.50 
off list. Hot pressed nuts, tapped, 
bg to $3.50 off list. C.p.c. and t. 

or hexagon nuts, blank, $3.25 to 
$3. ‘50 off list. C.p.c. and t. sq. or 
hexagon nuts, tapped, $3.25 to $3.50 
off list. Semi-finished hexagon nuts: 
Ys in. and smaller, U. S. S., 75, 10 
and 5 per cent off list; % in. and 
larger, U. S. S., 70, 10 and 2% er 
cent off list; small sizes, S. A. 
80 and 5 per cent off list; 8. A. E., 
5 in. and larger, 75 and 5 per cent 
off list. Stove bolts in packages, 80 
and 5 per cent off list. Stove bolts 
in bulk, 80, 5 and 2% per cent off 
list. Tire bolts, 50, 10 and 10 per cent 
off list. 

Cap and Set Screws.—Milled square 
and hexagon head cap screws, 75 per 
cent off list. Milled set screws, 75 
per cent off list. Upset cap screws, 


stocks, 
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75 and 10 per cent off list. 
screws 80 per cent off list. 

R.vets.—Large structural and ship 
rivets, base, per 100 Ib., $3.15. Large 
boiler rivets, base, per 100 Ib., $3.25. 
Small rivets, 65 per cent off list. 

Jobbers charge the usual advances 
to the retail trade for small lots out 
of stock. 


Chain.—The Niagara Metal Stamping 
Co., Niagara Falls, N. Y., effective Dec. 
14, will make a slight advance in. prices 
on its miscellaneous chains, house num- 
bers, and other products. 

Copper Products—Demand for cop- 
per goods of all kinds continues very 
heavy, and higher prices are looked for 
on account of the very strong market 
on copper. 


Copper conductor pipe, 50 and 10 
per cent off list; copper elbows, 20 
per cent off list; copper nails, 25%%c. 
per lb.; ferrules, 70 per cent off list; 
sheet copper, 27%c. base; copper 
rods, 22c. base; copper bottoms, 30c. 
base. 
Grass Hooks.—The Cronk & Carrier 
Mfg. Co., Elmira, N. Y., announces a 
slight advance in prices on grass hooks, 


and on several other products. 


Upset set 


Iron and Steel Bars.—Demand has 
fallen off some, due to the near ap- 
proach of inventory, and also because 
prices are none too strong. Jobbers 
report that bars are moving out rather 
slowly, but look for better business after 
the first of the year. Demand for re- 
inforcing bars is quite active. 

Jobbers are quoting from 2.75c. to 
3c. per Ib. in small lots from store. 
Iron bars are also quieter in demand, 
few being sold in this market. Job- 
bers quote about 2.75c. from store. 
Sheets—New demand is not so ac- 

tive as it has been, especially for de- 
livery this month, but good orders are 
being placed with mills for shipment in 
first quarter. Prices are well main- 
tained, but the 3.35 cents price on black 
sheets is occasionally shaded. 


The carload prices on sheets are 
3.35¢e. for 28 gage black, 4.35c. for 28 
gage galvanized, and from 2.50c. to 
2.60c. for blue annealed. Jobbers 
continue to quote 3.75c. to 4c. for 
black, and 4.75c. to 5c. for small lots 
from stock. 

Steel Pipe.—The new demand for all 
kinds of steel pipe is still very active 
especially for the butt weld sizes. None 
of the mills will promise shipments on 
small pipe under eight weeks, and some 
mills are sold up for ten weeks or 
longer. The National Tube Co. has 
started up its Wheeling, W. Va., plant 
for the first time in nearly two years. 
Cars are a little better, and stocks of 
pipe piled up when it was impossible 
to get cars, are slowly being reduced. 
The demand for the larger sizes of pipe 
to be used in the oil and gas fields is 
also very active. Pipe mills in the 
Pittsburgh district are running to about 
80 per cent of capacity. 


Local jobbers are quoting for small 
lots of steel pipe out of stock as fol- 
lows: Prices per 100 ft. f.o.b. Pitts- 


burgh: 

Black Galv. Black Galv. 
%y....$3.05 Leeree $6.24 $8.40 
Mieco 398 1%... 8.44 11.36 
%.... 2.93 $4.63 1%... 10.10 13.60 
%.... 3.67 5.00 , ee 13.58 18.29 
%.... 4.48 5.94 2%... 21.48 
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Tin Plate.—Very large contracts for 
tin plate for delivery in first quarter 
of 1923 have been placed with the mills 
by the can makers and other large con- 
sumers. This is expected to be a very 
active year in the tin plate trade. The 
price of $4.75 per base box recently 
announced by the American Sheet & 
Tin Plate Co. in large lots is reported 
as holding firm, but to preferential cus- 
tomers is slightly shaded, 


Wire Products—The demand for 
wire nails and wire is reported by the 


Office of HARDWARE AGE, 
538 Guardian Building, 
Cleveland, Ohio, Dec. 9. 

ONDITIONS in the hardware 

market continue to be satisfactory. 
Jobbers are booking orders for a good 
volume of holiday merchandise and the 
movement of staple lines, as well as 
seasonal goods for next spring continues 
active. Sales of electrical household 
appliances, sleds, skates, radio equip- 
ment and cutlery for the holiday trade 
are heavy. Local retail merchants re- 
port a good volume of business and 
retailers are looking for heavy holiday 
sales during the next two weeks. Nails 
and wire are still in heavy demand and 
jobbers are unable to secure shipments 
in sufficient volume to replenish stocks. 
The demand for builders’ hardware 
which continued heavy during the late 
fall has commenced to taper off. Job- 
bers, as a rule, have good stocks, al- 
though some lines have been broken by 
the holiday rush. In sporting goods 
lines jobbers are taking some orders 
for baseball goods and bicycles for 
early spring shipment. 

While not many price changes are 
reported, advances have been made on 
a few important items. One manu- 
facturer has marked up paints and 
varnishes 15 cents per gal., and a cor- 
responding advance by other leading 
manufacturers is looked for. Shovels 
have been advanced $1 a dozen and 
garden tools have been marked up 5 
per cent. A reduction of approximately 
5 per cent has been made on the cheaper 
grades of agricultural tool handles. 
Prices on screen doors and windows 
have been withdrawn and an advance is 
expected. 


Automobile Tires and Accessories.— 
The recent slippery weather has created 
a heavy demand for tire chains, and one 
jobber’s stock was entirely cleaned out. 
Another carload that was shipped by a 
manufacturer over thirty days ago has 
not yet arrived. There is still talk of 
advancing tire prices, but no definite 
information on this subject has come 
from the manufacturers. The steady 
advance in the price of crude rubber 
would indicate an advance in tires. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lotse of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots less than 50; Champion X spark 
plugs, 45c. each for less than 100 and 
43c. each for over 100; Champion 
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mills to be very active. Jn some sec- 
tions of the country there is an abso- 
lute famine in wire nails, all the mills 
being considerably back in orders. 
Labor and supply of cars is better than 
for some time. Prices are reported as 
very firm, but there is nothing in sight 
to indicate an early advance in the 
market. 


We quote from jobbers’ 
f.o.b. Pittsburgh as follows: 
Wire nails, $3 to $3.10 base per keg; 
galvanized, 1 in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 


CLEVELAND 


regular, 53c. each for less than 100, 
all sizes; 50c. each for over 100. 
Axes.—The demand is holding up 
fairly well for this season of the year 
and prices are unchanged. 
Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 


axes, handled, $18.50 per doz.; un- 
handled, $14 per doz.; double bitted 


stocks, 


axes, handled, $23 per doz.; un- 
handled, $18.50 per doz. 
Brushes.—While no announcement 


has been made by manufacturers, con- 
fidential information that has reached 
some of the jobbers indicates a probable 
10 per cent price advance on soft 
haired brushes. No advance is looked 
for in bristle brushes. 


Boilers and Radiation—The demand 
is slowing down somewhat, but the 
acute shortage continues. Boiler manu- 
facturers are sixty days behind on ship- 
ments and deliveries on radiation are 
even worse, 


Bolts and Nuts.—The demand con- 
tinues fairly active. Manufacturers 
have announced their willingness to 
take first quarter contracts at present 
prices, but jobbers have good stocks 
and are not making additional commit- 
ments. 


Jobbers quote fto.b. Cleveland: 
Large and small machine bolts, cut 
thread, 50 to 55 per cent off list; 
rolled thread, 50, 5 and 10 to 60, 10 
and 5 per cent off list; carriage bolts, 
large and small, cut thread, 45 per 
cent off list; stove bolts, 75 per cent 
off list; hot pressed nuts, $3.25 off 
list. 


Cutlery—The holiday demand for 
most lines of cutlery continues good. 
The demand for silverware is heavier 
than other lines. 


Clipping Machines.—The demand for 
these continues fairly active and prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; Dealers’ discount 25 per 


cent. Stewart electric clipping ma- 
chine of standard voltages, hang- 
ing type, $80; pedestal type, $85, 


both f.o.b. Chicago; dealers’ discount 
25 per cent. 


Corrugated Roofing.—Steel roofing is 
moving rather slowly at present and 
prices are unchanged. 


Cleveland jobbers quote f.o.b. Pitts- 
burgh: 2%-in. 29-gage corrugated 
roofing, $4 to $4.05 per square. 
Galvanized Ware—The demand is 

fair and prices are firm. 


Jobbers quote f.o.b. Cleveland: 
Galvanized tubs with wringer attach- 
ment No. 1, $6.75 to $7 per doz.; 
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$1.50, and shorter than l-in., $2; 
bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40; 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed .wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire fenc- 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and 66 per cent off for small lots, 
f.o.b. Pittsburgh. 


No. 2, $7.50 to $7.75 per doz.; No. 3. 
$8.65 to $9 per doz.; heavy tubs, No. 1, 
$13.75 per doz.; No. 2, $15.50 per doz.; 
No. 3, $17.25 per doz.; Pails, 10-qt., 
$2.25 per doz.; 12-qt., $2.50 per doz.; 
; aa $2.75 per doz.; 16-qt., $3.25 per 
OZ. 


Game Traps.—The demand for these 
is holding up fairly well for early ship- 
ment. Prices are unchanged, 


Cleveland jobbers quote as follows: 
Victor No. 0, $1.53 per doz.; No. 1, 
$1.83 per doz.; No. 1%, $2.75 per doz.; 
No. 2, $3.80 per doz.; Oneida jump 
traps, No. 0, $1.89 per doz.; No. 1, 
$2.20 per doz.; No. 1%, $3.17 per doz. 
Glass Baking Ware.—The demand for 

glass baking ware for the holiday trade 
continues heavy and jobbers stocks are 
badly broken. 


Handles.—The American Fork & Hoe 
Co. has made a 5 per cent reduction on 
cheaper grades of agricultural tool 
handles. Prices on the better grades 
are unchanged, 


Jobbers quote f.o.b. Cleveland: 
Hickory axe handles, single and 
double bitted, $4 per doz.; XX grade, 
$3.50 per doz.; X grade, $2.75 per 
doz.; No. 1 pick handles, $2.25 per 
doz.; bust grade, $4.75 per doz.; Amer- 
ican Fork & Hoe Co.’s wood D shovel, 
spade and scoop handles, X grade, 
$4.60 per doz.; malleable D grade 
manure fork and spading fork han- 
dles, $3.75 per doz.; X grade long 
shovel spading handles, $3.10 per 
doz.; hay and manure fork haidles, X 
grade, 4 ft., $2.25 per doz.; 4% ft., 
$2.50 per doz.; XX grade, 4 ft., $3 per 
doz.; 4% ft., $3.35 per doz. 


Insulated Copper Wire.—A price ad- 
vance of 5 per cent has been made on 
insulated copper wire. 


Ice Skates.—These are moving in 
good volume for early shipment, 


Lawn Mowers.—While sales have fal- 
len off the demand for lawn mowers is 
surprisingly good, considering the heavy 
volume of business booked early in the 
season. 


Ladders.—An advance has been made 
on the list price on ladders in 18 ft. 
and longer lengths. 


Nails and Wire.—The demand for 
nails and wire continues heavy and 
jobbers are unable to accumulate stocks 
as they are shipping out goods as fast 
as received from manufacturers. Prices 
are unchanged. 

Cleveland jobbers quote as follows: 
Nails, less than car lots, stock ship- 
ment, $3.05 per keg; same for mill 
shipment, $2.90 per keg; car lots, mill 
shipment, $2.80 per keg; No. 9 gal- 
vanized wire, $3.30 per 100 lb.; No. 9 
annealed wire, $2.85 rer 100 Ib.; 
cement coated nails, $2.55 per 100 lb.; 
polished staples, $3.35 per 100 Ib. 


Poultry Netting and Wire Cloth.— 
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Jobbers are getting a good volume of 
orders for poultry netting and wire 
cloth for early spring shipment. Prices 
are unchanged, but there is a possibility 
of an advance, 

Cleveland jobbers quote Wickwire 
cloth as follows: Painted 12 mesh, 
$1.85 per 100 sq. ft.; 14 mesh, $2.30 
per 100 sq. ft.; white metal or gal- 
vanoid, 12 mesh, $2.40 per 100 sq. ft.; 
14 mesh, $2.80 per 100 sq. ft.; bronze, 
$7 per 100 sq. ft.; poultry netting, 
galvanized after weaving, 50 and 5 
per cent off list; galvanized before 
weaving, 50; 10 and 5 per cent off list. 
Paints and Varnishes.—The Glidden 

Co. has made an advance of 15 cents 
per gallon on house paint, porch and 
deck paint, inside door paint and flat 
wall finishes. The trade is looking for 
advances by other manufacturers. Paint 
manufacturers have done a _ heavy 
volume of business this year and look 
for an even heavier demand next year. 

Cleveland jobbers quote: Best qual- 
ity mixed paints, $2.75 per gal. for 
white and $2.60 for colors; linseed oil, 
$1 per gal. for raw oil and $1.02 per 
gal. for boiled oil in barrel lots; tur- 
pentine, $1.67 per gal. in barrel lots; 
white lead, 13%4c. per lb. 
Rosters.—Orders for roasters are 

now rather light as the season’s buying 
is well over. 


Cleveland jobbers quote Savory 
roasters as_ follows: Steel, No. 175, 
$11.25 per doz.; No. 200, $16.80 per 
doz.; No. 00, $33.75 per  doz.; 
Enameled, No. 11, $21.25 per doz.; 
No. 41, $26.25 per doz.; No. 13, $28.75 
per doz.; No. 43, $37.50 per doz.; 
Aluminum, No. 175, $45 per doz.; No. 
1200, $56.25 per doz. 

Radio Equipment.—The demand for 
radio equipment has experienced a 
marked revival during the past week 
or two, owing probably to the stimulat- 
ing effect of the holiday season and 
the cold weather. The demand at pres- 


ent is running largely to complete radio 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Dec. 9. 


H ARDWARE jobbers in this vicinity 
report a letting up in the volume 
of business being done as a whole. 
This is due to the inability of the 
farmer, on whose prosperity this sec- 
tion of the country is mostly dependent, 
to market his produce at a price that 
will enable him to purchase its usual 
equivalent in merchandise: In other 
words, the high prices for goods he 
needs and low prices for goods he sells, 
makes it impossible for him to purchase 
many necessary items. Prices received 
for potatoes at the farm were so low 
that many farmers made no attempt 
to dig them. Because of these condi- 
tions the farmer has not been able to 
liquidate his obligations from last 
year’s losses let alone make any addi- 
tional purchases. 

It is true, in the larger cities, because 
of an untsual amount of construction 
work, there has been a very nice 
volume of business. The country dealer 
has not had this advantage. 

Jobbers report, however, a very good 
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sets that retail at $75 and higher. 


Refrigerators.—Following the action 
of some of the refrigerator manufac- 
turers in advancing prices recently, 
others have fallen in line so that most 
manufacturers are now quoting ap- 
proximately 10 per cent above the early 
season prices. The bulk of the busi- 
ness for the coming season has been 
placed. 


Rope.—The demand for rope is hold- 
ing pretty well for spring shipment. 
Prices are firm and unchanged. 


Cleveland jobbers quote the best 
grade manila rope for 17%c. per 
tb. for mill shipment and 18%c. per 
lb. for stock shipment; best quality 
sisal rope, 14%c. per lb. for mill ship- 
ment, and 15c. for stock shipment. 


Screen Doors and Windows.—The 
Continental Co. announces a withdrawal 
Dec, 18 of all prices on screen doors 
and windows. This is taken to mean 
that a price advance will be placed in 
effect shortly after that date. 


Steel Goods.—The American Fork & 
Hoe Co. has made a price advance of 
approximately 5 per cent on forks, 
rakes, hoes, spading forks, garden cul- 
tivators, etc. The advance is not uni- 
form, being slightly in excess of 5 per 
cent on some lines and less than 5 per 
cent on others. 

Steel Sheets.—The demand is fair 
and jobbers prices are unchanged. Some 
weakness has developed in mill prices 
on black sheets. 

Cleveland jobbers quote sheets at 
4.15¢e. to 4.40c. for No. 28 black: 5c. to 
5.40c. for No. 28 galvanized; 3.70c. for 
No. 28 blue annealed. 

Screws.—The demand is fair and 
prices are firm and unchanged. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cleveland: Flat head, 
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volume of sales of Christmas goods, 
such as silverware, cutlery, vacuum 
bottles and skates and guns. 

The retail dealers’ sales are pro- 
portionately better as fall goods are 
now selling and some Christmas goods; 
whereas he is buying as little as pos- 
sible to hold down inventory figures 
for Jan. 1. 

It is believed that considering the 
generally unsettled conditions through- 
out practically the entire year, the to- 
tal volume of business for 1922 will 
be found very satisfactory. 

Collections, especially in the country 
districts are not showing any decided 
improvement. 

Builders’ Hardware.—The demand is 
possibly more apparent than real, be- 
cause of the scarcity of many items 
compelling customers to go from one 
place to another in order to obtain the 
necessary goods. Both jobbers and 
dealers report that the scarcity of 
builders’ hardware has become a seri- 
ous proposition with them. The un- 
usual demand has swamped the fac- 
tories and transportation delays makes 
it worse. 
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bright, 80, 5, 5 and 5 per cent off list; 


round head, blued, 77%, 5, 5 and 5 


per cent off list: round head nickeled, 
67%, 5, 5 and 5 per cent off list; 


round head, brass, 72%, 5, 5 and 5 
per cent off list. 


Sleds.—The holiday demand for sleds 
is very heavy and jobbers’ stocks have 
become rather low. 

Stove Pipe.—This is moving rather 
slowly at present. 


Cleveland jobbers quote 6-in. blued 


stove pipe at $5.60 per crate of 25 


joints f.o.b. factory, and 6-in. crimped 
elbows at $1.32. 


Shovels.—Manufacturers have made 
a $1 a dozen advance in shovel prices 
and jobbers are marking up their goods 
accordingly. 


Jobbers quote f.o.b. Cleveland, as 
follows: No. 2 size shovels, fourth 
grade, $10.50 per doz.; second grade, 
= per doz.; first grade, $15.50 per 
oz. 


Steel Bars.—Mill prices on steel bars 
are somewhat irregular, but warehouse 
prices are unchanged. 


Cleveland jobbers quote steel bars 
at 2.9lc. and hoops and bands at 
3.71c. 


Stoves.—Sales continue rather light. 
Retailers are following a “hand to 
mouth” policy in buying, being unwill- 
ing to stock up at present prices, 

Sash Cord.—A price advance of 3 
cents per lb. has been made on sash 
cord. 


Cleveland jobbers quote base prices 
as follows: Yale, 48c. per Ib. Forest 
City, 5l1c. per Ib. Sampson Spot, 73c. 
per lb. Silver Lake, 70c. per Ib. 


Vacuum Cleaners.—Sales are being 
stimulated by the holiday demand and 
are now heavy. 

Washing Machines.—Jobbers report 
a very good demand for washing ma- 
chines. Stocks are ample and prices 
are unchanged. 


Axes.—Demand for axes is only fair 
and prices show no change. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Medium grade, single 
bit, base weights, $13.80 per doz.; 
double bit, $18.30 per doz. 

Ash Sifters——Demand for ash sifters 
is only of small volume. Prices remain 
the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Square wood, $3.75 per 
doz.; metallic, round, $4 per doz.; 
wood, barrel, $12 per doz. 

Bale Ties.—As it is rather late in the 
season there is only a fair volume of 
business. Prices are as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single loop bale ties, 
70-10 per cent. 

Bolts.—There is a fairly good volume 
of business being done. Furniture fac- 
tories being the most active buyers. 
Prices have shown no change for some 
time. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 
45-5 per cent; large carriage bolts, 
45 per cent; small machine bolts, 
50-5 per cent; large machine bolts, 
50 per cent; lag screws, 55 per cent. 


Brads.—Because of continued build- 
ing activities there is a good demand 
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from sash and door factories. Prices 
remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard pack- 
ages, 75 per cent from list. 

Ceal Hods.—There is very little ac- 
tive demand because of being so late 
in season. Prices have shown no change 
since the last report. 

We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, 17-in., 
japanned, open, $3.60; 18-in., $4; 17- 
in., funneled, japanned, $4.50; 18-in., 
$4.95; 17-in., open, galvanized, $5; 18- 
in., $5.45; 17-in., funneled, galvanized, 
$6.20; 18-in., $6.80 per doz. 

Eaves Trough, Conductor Pipe and 
Elbows.—The season is rather late for 
any real demand for this line, and the 
volume of sales is small. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Eaves trough, 28-gage, 
5-in. lap joint, $5.25 per 100 ft.; con- 
ductor pipe, 3-in. corrugated, $5.40 
per 100 ft.; 3-in. corrugated elbows, 
31.64 per doz. 

Files.—Demand for files is only fair. 
Prices have been revised to show a 
more nearly average price, without 
representing any actual change in 
prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson Files, 50-5 per 
cent; Arcade files, 65-1lu per cent. 
Galvanized Ware.—There is a fairly 

satisfactory demand for galvanized 
ware at this time. Prices have shown 
no change for some time. 

We quote from jobbers’ stocks, f.0.b. 
“win Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6.85; No. 3, $8; 
heavy galvanized, No. 1, $12; No. 2, 
$13; No. 3, $15; standard 10-qt., gal- 
vanized pails, $2.25 per doz.; 12-qt., 
$2.35; 14-qt., $2.70; standard, 16-qt. 
stock pails, $4.25; 18-qt.. $4.80: heavy 
stock pails, 16-qt., $6; 18-qt., $7.35. 
Glass and Putty.—The retail demand 

for glass and putty is declining as the 
season advances. Prices remain as last 
quoted. 

We qucte from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 82 
per cent; double strength glass, 84 
per cent from standard lists. Putty, 
$4.40 per cwt. 

Lanterns.—Sales of lanterns are con- 
sidered fair for this time of the year. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular long globe, $13 
per doz.; tubular short globe, $13 per 
doz.; tubular dash lanterns, $16.90 per 
doz. 

Nails—Demand for nails continues 
to hold up very well and the volume of 
business is considered good. Prices 
remain stationary. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Smooth wire nails, $3.75 
base per keg; cement coated nails, 
$3.25 base per keg. 

Oil Heaters.—Demand for oil heaters 
is steadily declining as more severe 
weather sets in. Prices are firm. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: 30-5 per cent from 
standard lists. 

Registers—Demand for registers 
continues to hold up very well and the 
year as a whole has been exceptionally 
good. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Cast steel registers, 30 
per cent from standard lists. 


Rope.—Demand for rope continues to 
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be only fair. Prices have shown no 
change since last report. 

We quote from jobbers’ stocks, f.o.b. 

Twin Cities: Best grade manila rope, 
184ec. per lb. base; best grade sisal 
rope, 15%c. per Ib. base. 
Sandpaper.—Because of continued 
building activities there is a steady de- 
mand for sandpaper from sash and door 
factories. The strictly retail demand 
is of fair volume. Prices remain as 
last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, per 
ream, $6.50; second grade, No. 1, per 
ream, $5.85; garnet, No. 1, per ream, 
$15. 

Sash Cord.—As the building season 
is nearly over there is very little new 
business being booked in sash cord. 
Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade sash cord, 
74e. per Ilb.; solid cotton, ordinary 
grades, 44c. per Ib. 

Sash Weights.—As the building sea- 
son is drawing to a close there is very 
little active demand for sash weights. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sash weights, $2.25 per 
cwt. 

Screws.—There continues to be a 
good demand for screws from such 
dealers as cater to the sash and door 
trade, furniture factories, and elec- 
tricians. No change in prices has been 
recorded. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood 
screws, 80-5 per cent; round head 
blued, 75 per cent; flat head ja- 
panned, 70 per cent; flat head brass, 
75 per cent; round head brass, 70 per 
cent. 


Shearing and Clipping Machines.— 
Demand continues to be a satisfactory 
volume for this season. Prices are 
stationary. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stewart No. 11 ball bear- 
ing clipping machine, $10.75; No. 360 
top plate, $1: No. 361 bottom plate, 
$1.50; dealers’ discount, 25 per cent: 
Stewart electric clipping machine, all 
standard voltages, hanging type, $89, 
f.o.b. Chicago; pedestal type, $85. 
f.o.b. Chicago; dealers’ discount, 25 
per cent. 


Sidewalk Scrapers.—Weather condi- 
tions continue to work against any de- 
mand for sidewalk scrapers as there 
has been very little snow fall in this 
territory. Prices remain as _ last 
recorded. 

We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Medium grade steel 
scrapers, $4.25 per doz. 
Snow Shovels.—Dealers all have 


their stocks in and are patiently wait- 
ing for the first heavy snow fall to 
create a demand. Prices show no 
change. 


We quote from jobbers’ stocks, f.o.b. 
Twin..Cities: Straight handle, wood 
blade, $4.85 per doz.; straight handle 
steel blade, $5.25 per doz.; galvan- 
_ steel blade, D handle, $10.75 per 

Oz. 


Solder.—The demand for solder re- 
mains quite active. Prices have shown 
no further change since the last report. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Guaranteed half and 
half solder, 27c. per Ib. 


Steel Sheets——Demand for steel 
sheets remains of rather light volume. 
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Stocks are fair and prices remain as 
last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28-gage galvanized 
sheets, $6 per cwt.; 28-gage black 
sheets, $5 per cwt. 

Steel Traps.—Demand is now begin- 
ning to develop as the trapping season 
gets under way. Snow must fall be- 
fore any active demand appears. 
Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.53; No. 

1, $1.83; No. 1%, $2.75; No. 2, $3.60; 

Oneida Jump, No. 1, $2.20; No. 1%, 

$3.17; No. 2, $4.88 per doz. 

Stove Goods.—Sales of stove goods 
are now more or less of a pickup nature 
and the bulk of the demand has no 
doubt been supplied. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28 x 28, $15 per doz.; 30 x 30, 
$17.35 per doz.; 36 x 36, $24.02 per doz.: 
stove pipe, uniform blued, 28 gage, 
6-in. K. D., $12.50 per 10) lengths; 
6-in. common iron corrugated elbows, 
$1.26 per doz.; 6-in. adjustable char- 


coal iron, $1.86 per doz.; dampers, 
cast iron, wood or coal handle, $1.58 
per doz.; stove shovels, 15-in. ja- 


panned, 60c. per doz.; 21%-in. Jumbo 

japanned, $1.40; 14-in. Jumbo Jr., 85c. 

per doz. 

Tin Plate——Demand for tin plate is 
only of fair volume. Stocks are ample 
and prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL, 20 x 
28, $13; roofing tin, IC, 20 x 28, 8-lb. 
coating, $12.75. 

Weatherstrip.—There is a very good 
good demand for weatherstrip at this 
time. Prices show no change. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Wood and felt weather- 
strips, %-in. and %-in., $1.85 per 100 
ft.; l-in., $2.60 per 100 ft. 
Wheelbarrows.—There is no _ par- 

ticular demand for wheelbarrows; only 
about the usual replacement business 
is being received. Prices remain un- 
changed. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wheelbarrows, wood 
stave, fully bolted, $36 per doz.; No. 

1 tubular steel wheelbarrows, $6.35 

each; No. 1 garden, $5.60 each. 

Wire.—The demand for wire of vari- 
ous kinds is reported by the jobbers as 
very light. Retails dealers report sales 
as fair. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted 
cattle, 80-rod spools, $3.29; galvan- 
ized cattle, $3.56; painted hog wire, 
$3.51; galvanized hog wire, $3.82; 
smooth black annealed No. 9, $3.50 
per cwt.; smooth galvanized annealed 
No. 9, $4 per cwt. 


Catalog of Republic Metal- 
ware Co. 


General Catalog 86 is now being dis- 
tributed to the trade by the Republic 
Metalware Co., Buffalo, N. Y., in which 
its line of “Savory” kitchen specialties, 
aluminum ware, cutlery, nickel-plated 
copper, enameled, tin and galvanized 
ware, and stove pipe and agcessories, 
oil tanks and black steel ware is fully 
described and illustrated. In the new 
catalog the company’s standardized 
form of presenting data on each item is 
preserved 
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price-maintenance standard. 

Some of the ablest men in Congress 
are closely studying the problem, and 
the Stevens-Kelly bill is being subjected 
to a microscopic analysis. So insistent 
has become the demand for legislation 
on this subject that many who have 
urged the passage of the Stevens-Kelly 
bill are now prepared to accept changes 
in this measure or to support any other 
well-considered bill designed to effect 
the same object. 


Hoover Will Help 


The announcement recently made in 
this correspondence that Secretary 
Hoover has joined the ranks of those 
whose desire the legalization of price- 
maintenance has attracted much at- 
tention. Mr. Hoover’s championship 
will greatly assist in expediting this 
legislation when it is taken up in the 
next Congress. 

Nothing but the congested condition 
of the legislative docket in the present 
Congress prevents the House commit- 
tee on interstate and foreign commerce 
from giving early attention to this mat- 
ter. It is so obvious, however, that no 
legislation of such importance can re- 
ceive adequate consideration in the 
present session that even the friends of 
the Stevens-Kelly bill have decided to 
postpone a request for its consideration 
until the new Congress meets. 


Department of Commerce Reports 
Progress 


Vigorous expansion of all the func- 
tions of the Department of Commerce, 
close keying of its efforts to the ex- 
pressed desires and needs of commerce 
and the trades, careful avoidance of 
governmental meddling in business af- 
fairs, and the saving despite all advance 
in accomplishment of more than $3,250,- 
000 from a single year’s appropriation, 
are the high lights of the annual re- 
port just submitted to President Har- 
ding by Secretary Herbert Hoover. 

Exhaustive and practical conferences 
with the principal trade groups and 
firms interested in foreign trade led, 
in the words of the report, “to an en- 
tire revision of the character of in- 
formation sought from foreign coun- 
tries in broadening its economic char- 
acter and in rendering more specific its 
values to the different industries.” An 
index of the appreciation of the ser- 
vice which this reorganization involved 
is found in the increase of inquiries 
to the Department for assistance to a 
total of 589,533 during the fiscal year 
or about double those during the pre- 
vious fiscal year. World surveys of 
stocks and consumption of cotton, wool, 
wheat, rice and other commodities and 
manufactured goods have been and are 
being conducted constantly. Co-opera- 
tion of several hundred newspapers and 
periodicals has made this vast busi- 
ness information service currently avail- 
able to 10,000,000 readers. 
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The initiation of the policy of seek- 
ing guidance from the industrial com- 
munity and responding sensitively to 
current needs applied also to all do- 
mestic affairs, The report cites par- 
ticularly the case of the agricultural 
and commodity crisis of the summer of 
1921, when investigation by the De- 
partment of Commerce revealed the 
necessity for the reconstitution of the 
War Finance Corporation and the ex- 
tension of three hundred million dollars 
in loans to the American farmer. “The 
impending widespread bankruptcy in 
the agricultural industry,” the report 
says, “was thus prevented. The bene- 
ficial results of this credit operation 
in contribution to the economic recov- 
ery of the country cannot be overesti- 
mated.” 

Warfare, by close non-paternalistic 
co-operation with the business world, 
against a housing shortage of 1,000,000 
dwellings, against a great unemploy- 
ment emergency affecting 5,000,000 
workers, and against the effects of coal 
and transportation tie-ups which un- 
checked would have meant acute suf- 
fering, setback and disorder, is re- 
viewed. In these and in minor inter- 
ventions, the method employed was, 
first, thorough and open conference with 
all the interested elements of the com- 
munity and, second, service as a clear- 
ing house of information and center of 
stimulus for all agencies enlisted to 
expedite the normal process of recup- 
eration. 


Accomplishments in Coal Strike 


Regarding the coal strike, the report 
cites the action of the Department in 
securing the following results: (1) The 
country entered the strike with the 
largest stocks of coal on hand ever 
known owing to departmental surveys 
and a general campaign to increase 
storage prior to the strike. These 
stocks allowed commerce and industry 
to be maintained during the longest 
strike in our history. (2) In the ab- 
sence of any legislation, voluntary 
agreements were entered into with pro- 
ducing operators whereby the average 
price of spot coal for the entire period 
of the strike was held at $3.70 per ton, 
as compared with $6.20 in 1920, when 
production was three times as great; 
and thus millions of dollars were saved 
to consumers. (3) With the exhaus- 
tion of stocks during the latter part 
of the strike, a voluntary coal distribu- 
tion agency was established through 
co-operation with the governors of all 
States and the Interstate Commerce 
Commission, 

The establishment of standardized 
grades and qualities of various com- 
modities is set forth as one of the 
important features of the work accom- 
plished by the Department. In the past 
the lack of such standardization had 
added, according to the report, “very 
largely to the cost of distribution be- 
cause of the necessity of buying and 
selling upon samples, and otherwise, 
and because of the risk, fraud and mis- 
representation and consequently the 
larger margin in trading.” 
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Broad and thorough investigations 
into the great economic problems con- 
fronting the country, in compliance 
with the expressed intent of the or- 
ganic act creating the Department of 
Commerce, are reported. More liberal 
credits for American farmers and re- 
lief to them through readjustment of 
railway rates as between high priced 
commodities and primary produce, cor- 
rection of over-expansion in the coal 
industry, and the development of the 
transportation equipment reserve to 
meet the peak periods of crop and com- 
modity hauling, are among the recom- 
mendations based upon the findings of 
these investigations. 


Would Relax Anti-Trust Laws 


One of the most important features 
of Secretary Hoover’s report relates to 
the operation of the Sherman Act, the 
Clayton Act, the act creating the Fed- 
eral Trade Commission and other stat- 
utes designed to prevent restraint of 
trade. Business men everywhere will 
read with interest Secretary Hoover’s 
strong plea for the relaxation of these 
measures in order to permit proper 
co-operation on the part of business 
men everywhere in the interest of the 
general welfare. The Secretary says 
in part: 

“The country has now had many 
years’ experience with restraint of trade 
acts; they have received constant in- 
terpretation by the courts, and the 
working results in our economic fabric 
in some directions are out of tune with 
our economic development. No one 
would contend that there be relaxation 
in the restraints against undue capigal 
combinations, monopoly, price-fixing, 
domination, unfair practices, and the 
whole category of collective action dam- 
aging to public interest. There has 
been however, a profound growth of 
understanding of the need and possi- 
bilities of co-operative action in busi- 
ness that is in the interest of public 


“welfare. 


“Some parts of these co-operative ef- 
forts are inhibited by law to-day, but, 
of much wider result, many are stifled 
out of fear or shackled from uncer- 
tainty of the law. The two latter fac- 
tors are far more widespread than can 
be appreciated, except through wide 
contact with economic activities, and 
they definitely impede our national 
progress upon right lines, Relaxation 
of the acts has already been given by 
legislation in favor of the farmer and 
trades-unions, but the farmer and la- 
borer are being even more greatly in- 
jured by these destructive shackles upon 
business in many directions, which pro- 
duce instability of employment and in- 
crease distribution costs than they were 
by the direct influence of these acts 
upon their own affairs. 


Conditions Have Changed 


“At the time the Sherman Act was 
passed, the country was in the throes 
of growing consolidations of capital. 
These were consolidations of actual 
ownership, and the country was alive 
with deserved complaint of domination 
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in business, in attempts to crush com- 
petitors with unfair practices and de- 
structive competition. Collective action 
in its sense of benefit to public inter- 
est was much less known and, at any 
rate, was probably not contemplated as 
coming within the meaning of the act. 

“In any event, there is a wide dif- 
ference between the whole social con- 
ception of capital combinations against 
public interest and co-operative action 
between individuals which may be pro- 
foundly in the public interest. The 
former extinguishes individualism 
through domination; the latter greatly 
advances it and protects it. Co-opera- 
tive action has, however, struggled for 
development through the growth of 
chambers of commerce, trade associa- 
tions and conferences of one kind and 
another in an effort to meet various 
sorts of crises, to improve business 
standards and to eliminate waste in 
production and distribution. 

“It is true that some minority of 
such activities has been used as a cloak 
for action against public interest, but 
it is also true that a vast amount of 
action in public interest has been lost 
and even great national calamities 
brought upon us by lack of co-opera- 
tive action. A case in point is that the 
instability of the bituminous-coal in- 
dustry and the disintegration of its 
employers’ associations by pressure 
under the restraint of trade acts con- 
tributed directly to the prolongation 
of the coal strike, as no adequate or- 
ganization of operators existed which 
could meet and bargain with the work- 
ers, who were free from all restraint. 


Situation Calls for Action 


“The whole movement toward co- 
operative action arises from a funda- 
mental need to which we must give 
heed. Where the objectives of co- 
operation are to eliminate waste in 
production and distribution, to increase 
education as to better methods of busi- 
ness, to expand research in processes 
of production, to take collective action 
in policing business ethics, to maintain 
standards of quality, to secure adequate 


Heard in New England 


Frank E. Fulsom, formerly asso- 
ciated with H. G. Fulsom, St. Albans, 
Vt., is now connected with the Central 
Square Hardware Co., Cambridge, 
Mass. 

Edgar H. Holland, Holland’s Hard- 
ware Store, Wakefield, Mass., has pur- 
chased the hardware business of Wm. 
A. Gilchrist, Wakefield. Mr. Gilchrist 
retains the plumbing business which he 
formerly ran in connection with the 
hardware. 

The Miller Hardware Co., 285 Han- 
over Street, Boston, has established a 
branch hardware store at Harvard 
Street, Allston, Mass. 

H. M. Swain, for many years with 
the Frye, Phipps Co., Boston, has been 
made manager of sales, C. S. Angell 


Co., that city. 
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representation of problems before the 
Government and other economic groups 
and to improve conditions of labor, to 
negotiate collectively with highly or- 
ganized groups of labor, to prevent un- 
employment, to supply information 
equally to members and to the public 
upon which better judgment may be 
formulated in the conduct of business; 
then these activities are working in 
public interest, 

“There are some twenty-odd different 
functions of co-operative action which 
are at the same time in the interest of 
the different trades and the community 
at large. Any collective activity can 
be used as a cloak for conspiracy 
against public interest, as can any 
meeting of men engaged in business; 
but it does not follow because bricks 
have been used for murder that we 
should prohibit bricks. There is, more- 
over, a very wide differentiation be- 
tween co-operative action open to an 
entire trade or region of a trade and 
capital combination, because the for- 
mer may be dissolved instantly without 
any disturbance of capital or produc- 
tion and does not represent increasing 
domination of a group of individuals 
in a trade, but the democratic develop- 
ment of a whole industry. 


Public Welfare Should Govern 


“It has often been argued that the 
original intent of the restraint of trade 
acts was not to inhibit any sort of 
economic collective action which was 
in interest of public welfare, and that 
the time has come when the act should 
be limited so as to leave free all such 
action. Without entering upon debate 
as to the difficulties of such a course, 
it is possible to consider a narrower 
field of liberalization of law; that is, 
for the law to be liberalized to the ex- 
tent that co-operative organizations 
generally, as distinguished from capi- 
tal consolidations, should be permitted 
to file with some appropriate govern- 
mental agency the plan of their opera- 
tions, the functions they proposed to 
carry on, and the objectives they pro- 
posed to reach; that upon approval such 





H. S. Wilson, Reading, Mass., has 
moved to Indianapolis, where he will 
establish a hardware business. 





Enterprise Hardware Co. 
Incorporates 





Recent incorporations under Maine 
laws include the Enterprise Hardware 
Co., North Berwick, the directors of 
which are Elmer E. Stewart, Elmer B. 
Kendall, Charles W. Hardy and Ernest 
S. Thompson. The company’s capital 
is $10,000. 


Death of E. D. Haynes 





E. D. Haynes, forty-two years old, 
hardware dealer of Lebanon, Ky., died 
at his home in that town recently. 
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of these functions as did not apparent- 
ly contravene public interest might be 
proceeded with; that upon complaint, 
however, either of individuals or the 
law officers of the Government that 
these functions had reacted against pub- 
lic interest, then, after a hearing be- 
fore some suitable tribunal, the right 
to continue these particular functions 
should, if the complaints are justified, 
be suspended. 

“If thereafter these functions were 
continued, or if it should be proved that 
the activities had been extended beyond 
the functions in the original propos- 
als, the organization should be likewise 
subject to prosecution under the pres- 
ent acts. Parties who did not wish to 
avail themselves of this privilege could 
continue in the present status. 


Small Business Must Be Protected 


“All who know the situation in such 
matters will realize that the problems 
of co-operative action are mainly the 
concern of the smaller businesses. 
Such a measure as that suggested 
above would serve actually to protect 
small business and thus to maintain 
competition. Big business takes care 
of itself. Legitimate trade associations 
and other forms of business co-opera- 
tion would be greatly stimulated along 
lines of public welfare if such a plan 
were adopted. 

“It appears to me that the time has 
come when we should take cognizance 
of these necessities if we are to have 
a progressive economic system. Its 
growing complexity, its shift of objec- 
tive and service, require a determina- 
tion based upon a proper sense of main- 
tenance of long-view competition, ini- 
tiative, business stability and public 
interest.” 

Certainly we have here a big topic 
for the 68th Congress to tackle. Busi- 
ness men in all lines should bring their 
influence to bear to assist the able Sec- 
retary of Commerce in securing the de- 
sired relaxation in certain of the more 
or less antiquated provisions of our 
anti-trust laws. 


Chicago Housefurnishings Exhibit, 
Feb. 5-17 





The second annual exhibit of the 
Glass, Pottery, Lamps and Housefur- 
nishings Association will be held at the 
Congress Hotel, Chicago, Feb. 5 to 17. 
The list of exhibitors, it is said, have 
already exceeded the total of last year. 
Three hundred rooms have been re- 
served in the hotel for the exhibit. 





United Hardware Tool Co. Opens 


The United Hardware Tool Company, 
Dayton, Ohio, opened its doors to the 
public on Nov. 18. The company will 
carry a complete line of hardware, 
—— sporting goods and farm imple- 
ments. 
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Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, Fla., 
April 24, 25; 26, 27, 1923. Headquarters, 
Windsor Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York. 

SoUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 27, 
1923. Headquarters, Windsor Hotel. John 
Donnan, secretary-treasurer, Richmond, Va. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE CONVENTION, Kansas City, Jan. 16, 
17, 18, 19, 1923. H. J. Hodge, secretary, 
Abilene, Kan. 

SoutH DakoTa RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Coli- 
seum, Jan. 16, 17, 18, 19, 1923. H. O. Rob- 
erts, secretary, 1120 Metropolitan Life 
Building, Minneapolis, Minn. 

Texas HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 23, 24, 25, 
1923. A. M. Cox, secretary, 822 Dallas 
County Bank Building, Dallas, Tex. 

MountTAIN STATES HARDWARP AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Denver City Auditorium, Denver, 
Col., Jan. 23, 24, 25, 1923. W. W. McAllis- 
ter, secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Louisville, Jan. 
23, 24, 25, 26, 1923. J. M. Stone, secretary, 
202 Republic Building, Louisville. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Huntington, 
Jan. 30, 31, Feb. 1, 1923. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

INDIANA RETAIL HARDWARE ASSOCIATION, 
Inc., CONVENTION AND EXHIBITION, Indian- 
apolis, Jan. 30, Feb. 1, 2, 1923. G F. 
Sheely, secretary, Argos, Ind. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, The Auditorium, 
Oklahoma City, Okla., Jan. 31, Feb. 1, 1923. 

. A. Clark, secretary-treasurer, 209% 
West Main Street, Oklahoma City. 

IpaAHO RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Boise, 
Jan. 31, Feb. 1, 2, 1923. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Norfolk, Feb. 7, 8, 9, 1923. 
Thomas B. Howell, secretary, Richmond. 


American Sheet & Tin Plate Co. 
Booklet 


The American Sheet & Tin Plate Co., 
Frick Building, Pittsburgh, Pa., has just 
issued an interesting booklet, entitled 
“The Testimony of a Decade,” in which 
are set forth the results of service tests 
of the company’s Keystone copper steel 
alloy for sheet and tin mill products. 
The subject matter of this booklet is 
presented in an interesting and con- 
vincing manner, the text being ilius- 
trated with a photograph and chart. 


National Brass Co. Catalog 


The National Brass Co., 1601-1609 
Madison Avenue and Eugene Street, 
Detroit, Mich., is now distributing a 
catalog descriptive of its line of wrought 
and cast brass door and drawer pulls, 


NEBRASKA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Omaha, Feb. 
6, 7, 8, 9, 1923. Headquarters, Rome Hotel. 
Exhibition at Auditorium, George H. Dietz, 
secretary, Little Building, Lincoln. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 6, 7, 8, 9, 1928. Karl S, Judson, ex- 
hibit manager, 248 Morris Avenue, Grand 
Rapids; A. J. Scott, secretary, Marine City. 

Paciric NORTHWEST HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Spo- 
kane, Feb. 7, 8, 9, 1923. E. EB. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION, Milwaukee Auditorium, Feb. 7, 8, 9, 
1923. George W. Kornley, manager of ex- 
hibits, 1476 Green Bay Avenue, Milwaukee. 
P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Feb. 12, 13, 14, 15, 16, 1923. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

OuI0 HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cleveland, Feb. 13, 
14, 15, 16, 1928. Exhibition in the new 
Municipal Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 13, 14, 15, 1923. L. D. 
Nish, secretary-treasurer, Elgin, IIl. 

IowA Regrai, HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 13, 14, 15, 16, 1923. A. R. Sale, secre- 
tary, Mason City. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 14, 15, 16, 1923. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

NortH DaAKoTA RETAIL HARDWARE ASsso- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 14, 15, 16, 1923. C. N. Barnes, 
secretary, Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Palace 
Hotel, San Francisco, Feb. 19, 20, 21, 
1923. Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 





handles, hinges, straps, escutcheons, 
casement fasteners, casement window 
adjusters, knockers and kindred articles. 
The catalog, which is unusually com- 
prehensive in its scope, is profusely 
illustrated in the new catalog, which 
contains 322 pages, and is well printed. 


New Catalog of Corbin Lock Co. 


The new general catalog of the Cor- 
bin Cabinet Lock Co., New Britain, 
Conn., contains a number of new items 
which have not been previously listed. 
The catalog is an impressive volume, 
containing more than 684 pages. It is 
excellently printed and bound, and de- 
scribes by means of text and illustra- 
tions the company’s extensive line of 
cabinet locks, padlocks, trunks and 
suit case locks and trimmings, automo- 
bile locks for all purposes, keys and 
key blanks, miscellaneous hardware 


MissourRI Rerat, HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Planters 
Hotel, St. Louis, Feb. 20, 21, 22, 1923. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

New York StTATe RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 20, 21, 22, 23, 1923. Head- 
quarters, Powers Hotel, Sessions and Ex- 
positions at Exposition Park. John B. 
Foley, secretary, City Bank Building, Syra- 
cuse, N. Y. 

MINNESOTA RETAIL HARDWARE ASSOCTA- 
TION CONVENTION, Duluth, Feb. 20, 21, 22, 
23, 1923. H. O. Roberts, secretary, 1120 
Metropolitan Life Building, Minneapolis. 

NEW ENGLAND HARDWARE DEALERS’ Asso- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 21, 
22, 23, 1928. George A. Fiel, secretary, 10 
High Street, Boston. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Fullerton, Feb. 
27, 28, 1923. H. L. Boyd, secretary, San 
Fernando Building, Los Angeles. 

CONNECTICUT HARDWARE ASSOCIATION CON- 
VENTION (place to be announced later), Feb- 
ruary, 1923. H. S. Hitchcock, secretary, 
Woodbury. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION, Columbia, §. C., May 8, 9, 10, 
11, 1923. T. W. Dixon, secretary-treasurer, 
Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSOCTA- 
TION CONVENTION, May, 1923. (Place to be 
announced later.) L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little 
Rock. 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, Richmond, Va., June, 1923. 
Herbert P. Sheets, secretary-treasurer, 
Argos, Ind. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, COvV- 
ering Tennessee, Alabama, Georgia and 
Florida. Atlanta, Ga., May 15, 16, 17, 18, 
1923. Walter Harlan, secretary-treasurer, 
701 Grand Theater Building, Aflanta, Ga. 

MIsstssipP1 RETAIL. HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION. (Date 
and place to be announced later.) H. S. 
Chilton, secretary-treasurer, Starkville. 


and post office outfits and supplies. 
For the purpose of expediting refer- 
ence, the new catalogue is thoroughly 
indexed, the prices of the various items 
being given in the index tables. The 
book also contains a number of colored 
plates illustrating the company’s stock 
cabinets and display assortments of 
padlocks. An interesting illustrated 
description of the construction and op- 
erating principles of the Corbin Pin- 
Tumbler Cylinder Locks is included in 
the volume. 


Fred J. Meyers Co. 


The Fred J. Meyers Mfg. Co., Ham- 
ilton, Ohio, is now distributing to the 
trade its Catalog No. 66, in which its 
line of wire, iron, brass and bronze 
products, including its door and win- 
dow guards and railings, are fully de- 
scribed. 
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Notes of the Retail Hardware Trade 














Ext Dorapo, ARK.—Turnage, Goode 
& Caruthers have commenced business 
here, dealing in the following, on which 


catalogs are requested: Automobile 
tires, bathroom fixtures, bicycles, 
builders’ hardware, churns, crockery 


and glassware, cutlery, flashlights, fish- 
ing tackle, guns and ammunition, 
harness, heating stoves, mechanics’ 
tools, paints, oils, varnishvs and glass, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods 
and stoves and ranges. 

Monrovia, CAL. — The Monrovia 
Hardware Co., 107 West White Oak 
Street, requests catalogs on a line of 
sporting goods. 

Cresco, Iowa.—The Cresco Hard- 
ware Co. has taken over the stock of 
the Maruska-Burest Hardware Co. 

COVINGTON, Ky.—The Hegener Hard- 
ware Co., 716-718 Madison Avenue, 
will remodel its new store building at 
a cost of about $16,000. The structure 
will be 30x105 ft., two stories, and base- 
ment. A line of china, crockery and 
glassware has been added, on which 
catalogs are requested. 

AUBURN, ME.—Leslie E. Jacobs has 
bought the James Elms’ stock at 21 
Court Street and will continue it under 
the name of the Elms’ Hardware Co. 
— business is both wholesale and re- 
tail. 

CHARLOTTE, MicH.—H. P. Kutsche 
has disposed of his stock to the Munger 
Hardware Co. 

DETROIT, MicH.—The Myrtle Hard- 
ware & Supply Co. has opened a store 
at 2051-2057 Myrtle Street. 

LAUREL, Miss.—M. A. Sherrill has 
purchased an interest in the hardware 
business of J. A. Trest, and the name 
has been changed to the Trest-Sherrill 
Hardware Co. Catalogs requested on 
automobile tires, auto storage batteries, 
barn equipment, bicycles, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, flashlights, fishing tackle, fur- 
naces, gasoline engines, glass, ham- 
mocks and swings, heavy hardware, 
incubators, insecticides, marine hard- 
ware, mechanics’ tools, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, prepared roofing, rope and 
twine, seeds and fertilizers, shoe find- 
ings, silverware, sporting goods and 
stoves and ranges. 

OMAHA, NEB. — The Harrington 
Hardware & Furniture Co., 8501 North 
Thirtieth Street, has succeeded to the 
business of Harrington & Leaming. 

ATLANTIC City, N. J.—H. Hoffman 
& Sons have commenced business at 
1809 Atlantic Avenue, carrying both a 
wholesale and retail stock of the fol- 
lowing: Builders’ hardware, building 
paper, crockery and glassware, cutlery, 
garage hardware, heating stoves, 
heavy hardware, kitchen cabinets, 
kitchen housefurnishings, mechanics’ 
tools, paints, oils, varnishes, prepared 
roofing, refrigerators, shelf hardware 
and stoves and ranges. Catalogs re- 
quested on builders’ hardware. 

CEDARVILLE, N. J.—J. L. Danzen- 


baker & Son are successors to J. L. 
Danzenbaker. 


Their stock comprises 





gautomobile accessories, automobile 
Itires, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, cutlery, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, gasoline engines, guns and 
ammunition, hammocks and _ tents, 
harness, heating stoves, heavy hard- 
ware, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oilcloth, lubricating oils, paints, oils, 
varnishes and glass, plumbing depart- 
ment, prepared roofing, shelf hardware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, vulcanizing de- 
partment and washing machines. 

ELIZABETH, N. J.—Frank F. Hess 
has opened a hardware store at Madi- 
son Avenue and Meadow Street, carry- 
ing a complete line of hardware, paints 
and automobile accessories. 

KEANSBURG, N. J.—E. L. Woods has 
disposed of his stock to John L. Powell 
& Sons, 210 Main Street. The new 
owners have added a line of marine 
hardware and supplies, and request 
catalogs on crockery and glassware, 
bathroom fixtures and cutlery. 

CORNWALL, N. Y.—Conning & Cocks 
have bought the hardware department 
of the Cornwall Industrial Corp., con- 
sisting of automobile accessories, auto- 
mobile tires, builders’ hardware, churns, 
crockery and glassware, cutlery, farm 
implements, flashlights, fishing tackle, 
garage hardware, guns and ammu- 
nition, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing and sporting goods. 

GLENS FALLS, N. Y.—The Call Hard- 
ware Corporation, 149 Glen Street, has 
purchased the Whipple & Sherman 
stock, and added a line of sporting 
goods. 

JOHNSON City, N. Y.—Lewis & 
Scully, 288 Main Street, successors to 
Abrams & Lewis, request catalogs on 
a line of sporting goods and cutlery. 

UNION SprRINGS, N. Y.—Frank S. 
Tryon now owns the stock of the 
Daggett-Tarnow Hardware Co. The 
interior of the store has been remodeled 
and improved, and a line of bicycles 
and accessories, sporting goods, etc., 
added. Catalogs requested on bicycles, 
sporting goods and fishing tackle. 

COLUMBIANA, OHI0.—Keller’s Hard- 
ware, 105 South Main Street, is suc- 
cessor to Keller Bros. 

NEW VIENNA, OHIO.—Stanley E. 
Harris has bought the M. R. Harris & 
Son stock. Several improvements have 
been made in the store, including the 
rearrangement of stock, new display 
racks, etc. 

ARDMORE, OKLA.—Collier Bros. have 
opened a store at 128 Main Street, 
carrying a stock of the following, on 
which catalogs are requested: Builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, flashlights, fishing tackle, guns 
and ammunition, hammocks and swings, 
harness, heavy hardware, incubators, 
housefurnishings, linoleum and oilcloth, 
luggage (trunks, handbags), paints, 
oils and varnishes, refrigerators, rope 
and twine, silverware, sporting goods, 





stoves and ranges, toys, games and 
washing machines. The concern also 
operates branch stores at Ringling, 
Wilson, Healdton, Devol, Okla., and 
Burkburnett, Tex. 

CLEARFIELD, PA.—The Dufton Hard- 
ware Co., wholesaler and retailer, is 
installing a new store front. 

Du Bois, Pa.—Moulthrop Brothers, 
225 West Long Avenue, have succeeded 
the firm of Moulthrop Bros. & Co. 
Their business is both wholesale and 
retail. 

GETTYSBURG, PA.—Chester A. Leas, 
207 Baltimore Street, is discontinuing 
business here. 

WASHINGTON, Pa.— The hardware 
store of George L. Hayes has been sold. 
The Phoenix Hardware Co., 50 North 
Main Street, is the purchaser. 

WILKES-BARRE, Pa. — MacWilliam’s, 
Public Square, have recently opened a 
sporting goods department. 

DauLas, TeEx.—The Hooker Hard- 
ware Co. has commenced business at 
1407 Elm Street, carrying both a 
wholesale and retail hardware stock, 
on which catalogs are requested. 

McKINNEY, TEx.— The Woodruff- 
James Hardware and Implement Co., 
successor to Trout, Woodruff & James, 
requests catalogs on a general line of 
hardware. 

San BENITO, TEx.—The Farmers’ 
Hardware & Furniture Co. has been 
incorporated with a capital of $30,000 
to deal in bicycles, builders’ hardware, 
crockery and glassware, cutlery, dairy 
supplies, flashlights, fishing tackle, 
gasoline engines, guns and ammunition, 
hammocks and swings, harness, in- 
cubators, housefurnishings, linoleum 
and oilcloth, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
poultry supplies, pumps, refrigerators, 
rope and twine, sporting goods, stoves, 
ranges and washing machines. 

MONKTON, VT.—The stock of G. C. 
Farr has been destroyed by fire. A 
new stock has been put in, and catalogs 
are requested on a general line of 
hardware. 

WILLIAMSTOWN, W. VA.—The Wil- 
liamstown Hardware Co. has purchased 
the Square Deal Hardware Co. stock 
and added a line of guns and harness. 
Catalogs requested on general hard- 
ware. 

MANITOWOC, Wis.— The stock of 
Charles Kieselhorst, 1003 Washington 
Street, has been sold to the South Side 
Hardware Co., which requests catalogs 
on automobile accessories, automobile 
tires, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
clocks and watches, cutlery, dairy sup- 
plies, electrical specialties, electrical 
supplies, flashlights, fountain pens, fish- 
ing tackle, furnaces, garage hardware, 
gasoline, glass, guns and ammunition, 
heavy hardware, insecticides, house- 
furnishings, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
picnic equipment, poultry supplies, pre- 
pared roofing, refrigerators, rope and 
twine, seeds and fertilizers, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys, games and washing ma- 
chines. 








December 14, 1922 


HARDWARE AGE 


83 











MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers 
and track, door bolts 
and latches, shelf 
brackets, window and 
screen hardware, 
cabinet hardware, 
steel door mats and 
wrought specialties. 
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HAT the hardware in each box 

is quality hardware—McKinney 
made. Pry open a box and have a 
look at it. 


Sometimes people are a little 
afraid of “sets” of things. They 
have a sort of sneaking idea that 
anything that comes in a set is— 
well, just a little inferior in quality. 


But there’s nothing like that in 
the McKinney Garage Sets. No 
customer in buying one of these 
complete sets need have the slightest 
fear that he isn’t getting the best 
garage hardware he could possibly 
buy. 

And you need not have the slight- 
est hesitation in telling your cus- 
tomers that they will be more than 


No shoveling of snow is necessary if 
garage doors open in. Call this to your 
customer’s attention, 


Dont forget this 
point about McKinney Garage Sets 


If you are not handling these 
garage sets you are missing some- 
thing mighty good. The idea is, 
briefly, a complete set of McKinney 
Garage Door Hardware packed in 
a box, everything from track to 
screws. You let your customer pick 
out the kind of door he wants and 
hand him the box that goes with 
that kind of door. Saves time and 
trouble for you and for the customer. 
And pleases everybody. 


The customer selects the kind of 
door he wants from your McKinney 
Garage Hardware Set Book. If you 
haven’t a copy, send for one. It con- 
tains pictures and plans for all kinds 
of garage doors as well as reproduc- 
tions of the hardware itself. Write 







pleased with everything in the box. today. No charge, 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Wrigley Bldg., Chicago. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 











Utility Electric Lamp 
The Bussmann Mfg. Co., St. Louis, Mo., 


has combined usefulness with beauty and 
economy in the new Clamp-o-Set Lamp. 
The lamp can be used as a clamp lamp, a 
stand lamp or suspended as a hanging lamp. 
It swivels and angles, and can be placed in 


any position at will. The ball and socket 

















joint is said to wear and hold its tension in- 
definitely. The joint is recessed so that 
the lamp may take a full turn to an angle 
of 90 degrees. The counterweighted base 
holds the lamp firmly in either an upright 
position or swung through an arc to the 
full 90 degrees. The clamp works on a 
flat screw. There are no hooks to scratch 
the polished furniture or overstuffed up- 
holstery. Each lamp is packed in an indi- 
vidual, distinctive self-selling carton, which 
illustrates a great many uses of the lamp 
in the home, office and factory. The lamp 
is finished in brushed brass and is equip- 
ped with a convenient length new code ap- 
proved cord and combination separable at- 
tachment plug. An 18 x 24 in. poster and 
a 9 x 12 in. counter card, both in three 
colors, showing how the lamp may be used 
in the home, are packed in each case of ten 
lamps for use by the dealer as aids to 
quicken sales. 





Bounce Absorber for All Cars 


The Bull Dog Bounce Absorber, made by 
the L. H. Gilmer Co., Tacony, Pa., is 
claimed to absorb shocks and bumps of 
any degree of violence. The device con- 
sists of a tough fabric strap which runs 
from the axle of the car to a tension spring, 
passing over a friction drum around which 
is a floating friction band. The spring and 
friction drum are inclosed in a metal hous- 
ing attached to the body of the car. Only 
two parts are active in quelling bumps— 
the strap and the friction drum. No lubri- 
eation is required. When the car hits a 
bump, raising the axle, the tension spring 
takes up the slack in the strap, instantly. 
It is on the rebound that the friction drum 
gets into action, gripping tightly against 
the strap and releasing it slowly, easing 
the body of the car back to normal position 
on the springs, rather than letting it fly 


back. This action is said to be just as 
effective, because of its superlative quick- 
ness, in taking care of successive small 
bumps, such as received from cobble stones, 


- 

















as it is in negotiating big shocks. The big 
bumps can be dodged, more often than not. 
It is these continued little shocks that put 
the teeth on edge and take life out of a car. 
There are two models of Bull Dog Bounce 
Absorbers, one for Ford cars and one for 
all other makes. They are easily attached, 
fifty per cent of all makes requiring no 
drilling to make the attachment. The ab- 
sorber is readily adjustable to cars of varv- 
ing weight, loads of varying weight, and 
varying spring stiffness. 


New Appliance Connector and 
Switch 


To its line of pushbutton specialties, The 
Cutler-Hammer Mfg. Co., Milwaukee, Wis., 
has recently added the C-H 70-51 Switch 
Connector,—a device which combines in 
one Thermoplax housing—universal clips 
for engagement with contact terminals of 
practically all irons and table appliances, 
and the quick make-and-break switch 
mechanism of 660 watts similar to that 

















used in the C-H 70-50 Feed Through Switch. 
The casing is made in two halves, removal 
of one exposing the two terminal screws 
at the top to which the ends of the con- 
ductor are attached. A spring coil pre- 
vents kinking of cord and prevents wear. 
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Improved Electric Percolator Urn 

Distinctive in design, the Percolator Urn 
made by the Edison Electric Appliance Co., 
Ine., 5600 West Taylor Street, Chicago, IIl., 
has the body of copper, heavily nickel 
plated. Side handles are white metal, 
nickel plated. Effective fibre insulators 
guarantee cool handles at all times. The 
Urn is provided with the standard Hotpoint 
safety switch. A special feature is the 
addition of a switch handle on the outside 
of the base. Should the percolator over- 
heat due to contents boiling away this 

















handle will permit resetting of the safety 
switch without the necessity of removing 
the cap. 


Improved Curling Iron 


The Edison Electric Appliance Company, 
5600 West Taylor Street, Chicago, Ill., has 
just perfected the New Edison Curling 
Iron. Its heating unit consists of nickel 
chromium wire wound on a porcelain tube 
in which a steel rod has been inserted for 
a support. The unit is packed in a brass 
shell with magnesium oxide and cannot be 
damaged by ordinary falls or knocks. The 
new curler has an angle opening shield. 
All parts are heavily nickeled and buffed. 
Handle of selected wood, properly in- 
sulated. 


Additions to Pacent Radio Equip- 
ment 


With several distinctive features, the 
Pacent amplifying Transformer for use in 
connection with radio receiving sets has 
recently been placed on the market by the 
Pacent Electric Co., 22 Park Place, New 
York, N. Y. The transformer occupies a 
space of only 1% in. by 1% in. A lam- 
inated core is used which is firmly clamped 
between heavy metal clamping plates. 
Secondary and primary windings have been 
carefully impregnated to prevent moisture 
absorption. The Audioformer, as it has 
been called is said to give maximum am- 
plification with minimum distortion, with a 
high voltage amplification. This company 
has also recently developed a Universal De- 
tector Stand. The new device is said to be 
dust proof, rust proof and fool proof. Ad- 
justment is easily made and held by the em- 
ployment of a special universal joint. It 
has a molded top and base with a substan- 
tial ground glass covering. 


Reading matter continued on page 86 
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R-W Type C R-W Type B R-W Type A 


If You Take Pride 
in Things You Sell— 


—you'll take the same pride that we do in offering the 
sturdy, well-made, correctly designed Richards-Wilcox 
manual training benches. The line is complete—a 
bench to meet every requirement in training schools or 
R-W Type D the home workshop. 





R-W benches are superior in appearance, construction 
and practical design. Built from kiln-dried hard maple, 
with glued mortise and tenon joints, their massive 
strength resists years of the hardest usage. 


R-W Vises Are Also Exceptional 


Aside from the excellence of materials and workmanship, 
R-W Vises for woodworking are noteworthy for their 
exclusive features. Among these are quick adjustment 
and continuous screw movement. Notice particularly 
the absence of springs and small parts which wear rapid- 
ly. Afford a powerful, even grip, and are always in 
working order. 


Write at once for our Catalog A-26. Gives you many 
hints regarding work benches that will help you get 
business. 











AHaneer forany Door that Slides 


— AURORA, ILLINOIS.U.S.A. 
Minneapolis Chicago New York Cleveland Los, 
Philadelphia Boston St. Louis Indianapolis SanFrancisco 
RICHARDS-WILCOX CANADIAN CO. l# 
RICHARDS. Winnipeg LONDON, ONT. Montreal 


WILCOX 


Richards-Wilcox are the 
makers of Slidetite—the 
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BA original sliding-folding 
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Additions to Meisselbach Fishing 
Equipment 


The Okeh Wind Reel is a new fishing 
reel just placed on the market by the A. F. 
Meisselbach Mfg. Co., Inc., 25 West 45th 
St.. New York, N. Y. The new reel is 
made in two models, the No. 625 Okeh Level 
Wind with a double handle, the No. 
Okeh Free Spool Level with a 
handle. As may be from 


and 
Wind 
seen 


620 


single 


the 

















illustration, 
quadruple 


accompanying the new reel 
has a cork arbor. It is multi- 
plying and has a capacity of 100 yds. of 12 
Ibs. test casing line. The level wind 
mechanism only operates when winding in 
the line. When making a cast the guide 
drops forward and the spool only revolves, 
thus reducing friction to a minimum. 
When winding in, the guides automatically 
come into position with just a slight turn 
of the handle and catch the line in the 
fork which carries it back and forth across 
the reel spool. The reel has the usual 
patented Meisselbach ‘‘takepart’’ feature 
which enables the reel to be disassembled 
without the use of any tools and by simply 
unscrewing the ring at either end. The 
reel is very sturdy in construction and is 
claimed to be perfect in every respect, its 
manufacture being subjected to 150 in- 
spections before delivery. 


Improved Coaster Wagon for the 
Kiddies 


The Auto-Wheel Coaster Co. of North 
Tonawanda, N. Y., has recently placed the 
Auto-Cart on the market. This is a small 
wagon for little tots and has rubber tired 
disc wheels, and has also patented friction- 
less retained baH bearings. It is made in 
three sizes and should prove a popular item. 


Loud Speaker Has Fine Tonal 
Qualities 
A radio type of loud speaker has recently 
been placed on the market by Winkler- 
Reichmann Co., 4801 Morgan Street, Chicago, 











Ill. Especially fine tonal qualities coupled 
with a large volume of sound are outstand- 
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ing features claimed for this speaker by 
its manufacturers. It has a mica dia- 
phragm set between rubber tubing, an am- 
plifying lever with control features, while 
the electrical element is a powerful electro- 
magnet with solenoid action, requiring ex- 
ternal battery. The manufacturers claim 
that this combination of electrical elements 
with the phonograph type of sound box 
gives a beautiful tone with ample volume. 
This high powered Thorophone as_ the 
speaker is called, is made in two types one 
with a horn, and another without horn, this 
latter type being arranged for use in con- 
nection with a phonograph. 

Device Increases Auto Engine Eff- 

ciency 

mate by the Alert Alarm Co., 
Chicago, Ill., is a condenser 
for use in connection with an automobile 
cooling system but also provides a visible 
and audible warning in the event of the 
engine overheating. As a condenser, the 
new device maintains the quantity of water 
in the cooling system by condensing all 
vapors back to the original liquid, thus 
eliminating the necessity for frequently 
filling the radiator and the inconvenience 
of its running dry on long country drives. 
The device also condenses anti-freeze 
liquids, returning them to the cooling 
system without any loss in their efficacy. 


Sentree, 


609 La Salle St. 














Inasmuch as the condensation of vapors is 
a cooling process, Sentree is claimed to 
increase engine efficiency through main- 
taining the water at a more even tem- 
perature. When, however, because of engine 
trouble, excessive heat occurs the upper 
part of the device rises, exposing a red 
surface which is easily visible from the 
driver’s seat. If the overheating persists 
the device will whistle shrilly. The device 
also acts as a safety device, affords an 
outlet for the steam in case the cause of 
the engine overheating cannot be im- 
mediately remedied and the water in the 
radiator continues to boil for any length 
of time. The device is very simple and 
durable in construction and is installed on 
the radiator cap or cross arm. 


Efficient Condenser for the Radio 
Fan 


Introducing a number of new mechanical 
and electrical features, the FADA Variable 
Air Condenser for use in conection with 
Radio sets, made by F. A. D. Andrea, 1881 
Jerome Avenue, New York, N. Y., is built 
in sizes ranging from a three plate con- 
denser with a capacity of .00007 mfd. up to 
the 43 plate condenser having a capacity of 
.0015 mfd. Both the 23 and the 43 plate 
condensers are built in the vernier type 
with concentric shafting for the vernier 
operation. Special construction in the na- 
ture of truing up of bearing surfaces on 
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the rotor element in a precision lathe pro- 
motes an accuracy of alignment which al- 
lows a plate spacing giving approximately 
50 per cent increase in capacity. Special 
shaping and machining of the washers both 
on the stationary and rotating elements 
cause all places to lie parallel and stay 
parallel. End plates are of a special mold- 
ed insulation, ribbed to give mechanical 
strength and possessing heat resistance 
qualities and low dielectric electrical losses, 














The characteristic curve on all these con- 
densers shows approximately a _ straight 
line. The “zero capacity” averages less 
than 2% per cent of the maximum capacity. 
According to the manufacturers, the con- 
denser has a phase-angle of less than one 
half of one degree. The zero setting of 
the 43-plate condenser is said to be less 
than .00003 mfd. 


Combination Gas and Electric 
Range 


Buck’s Gaselectric Combination Range, 
made by the Buck’s Stove and Range Co., 
St. Louis, Mo., utilizes either electricity or 
gas, separately or together. The range is 
medium in size, compact and well propor- 
tioned. On one side is the gas range which 
contains a large size oven with boiling 
facilities and a four hole cooking top. On 
the other side of the range is the electric 
section. It consists of an insulated cooking 
well constructed in one piece of stamped 
aluminum surrounded by asbestos to pre- 
vent loss of heat. In this cooking well are 
placed a set of aluminum containers which 
will cook food enough for a family of eight. 
The operation is simple, sure and satis- 
factory. The food is prepared and placed 
in the electric section, the electricity is 
turned on and the clock set to the hour 
when cooking should begin and no further 
attention is required. At the appointed 
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hour the current is automatically turned 
on. Food, it is said, cannot burn or scorch. 
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in business, in attempts to crush com- 
petitors with unfair practices and de- 
structive competition. Collective action 
in its sense of benefit to public inter- 
est was much less known and, at any 
rate, was probably not contemplated as 
coming within the meaning of the act. 

“In any event, there is a wide dif- 
ference between the whole social con- 
ception of capital combinaticns against 
public interest and co-operative action 
between individuals which may be pro- 
foundly in the public interest. The 
former extinguishes individualism 
through domination; the latter greatly 
advances it and protects it. Co-opera- 
tive action has, however, struggled for 
development through the growth of 
chambers of commerce, trade associa- 
tions and conferences of one kind and 
another in an effort to meet various 
sorts of crises, to improve business 
standards and to eliminate waste in 
production and distribution. 

“It is true that some minority of 
such activities has been used as a cloak 
for action against public interest, but 
it is also true that a vast amount of 
action in public interest has been lost 
and even great national calamities 
brought upon us by lack of co-opera- 
tive action. A case in point is that the 
instability of the bituminous-coal in- 
dustry and the disintegration of its 
employers’ associations by pressure 
under the restraint of trade acts con- 
tributed directly to the prolongation 
of the coal strike, as no adequate or- 
ganization of operators existed which 
could meet and bargain with the work- 
ers, who were free from all restraint. 


Situation Calls for Action 


“The whole movement toward co- 
operative action arises from a funda- 
mental need to which we must give 
heed. Where the objectives of co- 
operation are to eliminate waste in 
production and distribution, to increase 
education as to better methods of busi- 
ness, to expand research in processes 
of production, to take collective action 
in policing business ethics, to maintain 
standards of quality, to secure adequate 


Heard in New England 


Frank E. Fulsom, formerly asso- 
ciated with H. G. Fulsom, St. Albans, 
Vt., is now connected with the Central 
Square Hardware Co., Cambridge, 
Mass. 

Edgar H. Holland, Holland’s Hard- 
ware Store, Wakefield, Mass., has pur- 
chased the hardware business of Wm. 
A. Gilchrist, Wakefield. Mr. Gilchrist 
retains the plumbing business which he 
formerly ran in connection with the 
hardware. 

The Miller Hardware Co., 285 Han- 
over Street, Boston, has established a 
branch hardware store at Harvard 
Street, Allston, Mass. 

H. M. Swain, for many years with 
the Frye, Phipps Co., Boston, has been 
made manager of sales, C. S. Angell 
Co., that city. 
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representation of problems before the 
Government and other economic groups 
and to improve conditions of labor, to 
negotiate collectively with highly or- 
ganized groups of labor, to prevent un- 
employment, to supply information 
equally to members and to the public 
upon which better judgment may be 
formulated in the conduct of business; 
then these activities are working in 
public interest, 

“There are some twenty-odd different 
functions of co-operative action which 
are at the same time in the interest of 
the different trades and the community 
at large. Any collective activity can 
be used as a cloak for conspiracy 
against public interest, as can any 
meeting of men engaged in business; 
but it does not follow because bricks 
have been used for murder that we 
should prohibit bricks. There is, more- 
over, a very wide differentiation be- 
tween co-operative action open to an 
entire trade or region of a trade and 
capital combination, because the for- 
mer may be dissolved instantly without 
any disturbance of capital or produc- 
tion and does not represent increasing 
domination of a group of individuals 
in a trade, but the democratic develop- 
ment of a whole industry. 


Public Welfare Should Govern 


“It has often been argued that the 
original intent of the restraint of trade 
acts was not to inhibit any sort of 
economic collective action which was 
in interest of public welfare, and that 
the time has come when the act should 
be limited so as to leave free all such 
action. Without entering upon debate 
as to the difficulties of such a course, 
it is possible to consider a narrower 
field of liberalization of law; that is, 
for the law to be liberalized to the ex- 
tent that co-operative organizations 
generally, as distinguished from capi- 
tal consolidations, should be permitted 


. to file with some appropriate govern- 


mental agency the plan of their opera- 
tions, the functions they, proposed to 
carry on, and the objectives they pro- 
posed to reach; that upon approval such 


H. S. Wilson, Reading, Mass., has 
moved to Indianapolis, where he will 
establish a hardware business. 


Enterprise Hardware Co. 
Incorporates 


Recent incorporations under Maine 
laws include the Enterprise Hardware 
Co., North Berwick, the directors of 
which are Elmer E. Stewart, Elmer B. 
Kendall, Charles W. Hardy and Ernest 
S. Thompson. The company’s capital 
is $10,000. 


Death of E. D. Haynes 
E. D. Haynes, forty-two years old, 
hardware dealer of Lebanon, Ky., died 
at his home in that town recently. 
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of these functions as did not apparent- 
ly contravene public interest might be 
proceeded with; that upon complaint, 
however, either of individuals or the 
law officers of the Government that 
these functions had reacted against pub- 
lic interest, then, after a hearing be- 
fore some suitable tribunal, the right 
to continue these particular functions 
should, if the complaints are justified, 
be suspended. 

“If thereafter these functions were 
continued, or if it should be proved that 
the activities had been extended beyond 
the functions in the original propos- 
als, the organization should be likewise 
subject to prosecution under the pres- 
ent acts. Parties who did not wish to 
avail themselves of this privilege could 


‘continue in the present status. 


Small Business Must Be Protected 


“All who know the situation in such 
matters will realize that the problems 
of co-operative action are mainly the 
concern of the smaller businesses. 
Such a measure as that suggested 
above would serve actually to protect 
small business and thus to maintain 
competition. Big business takes care 
of itself. Legitimate trade associations 
and other forms of business co-opera- 
tion would be greatly stimulated along 
lines of public welfare if such a plan 
were adopted. 

“It appears to me that the time has 
come when we should take cognizance 
of these necessities if we are to have 
a progressive economic system. Its 
growing complexity, its shift of objec- 
tive and service, require a determina- 
tion based upon a proper sense of main- 
tenance of long-view competition, ini- 
tiative, business stability and public 
interest.” 

Certainly we have here a big topic 
for the 68th Congress to tackle. Busi- 
ness men in all lines should bring their 
influence to bear to assist the able Sec- 
retary of Commerce in securing the de- 
sired relaxation in certain of the more 
or less antiquated provisions of our 
anti-trust laws. 


Chicago Housefurnishings Exhibit, 
Feb. 5-17 


The second annual exhibit of the 
Glass, Pottery, Lamps and Housefur- 
nishings Association will be held at the 
Congress Hotel, Chicago, Feb. 5 to 17. 
The list of exhibitors, it is said, have 
already exceeded the total of last year. 
Three hundred rooms have been re- 
served in the hotel for the exhibit. 


United Hardware Tool Co. Opens 


The United Hardware Tool Company, 
Dayton, Ohio, opened its doors to the 
public on Nov. 18. The company will 
carry a complete line of hardware, 
tools, sporting goods and farm imple- 
ments. 
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Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Jacksonville, Fla., 
April 24, 25, 26, 27, 1928. Headquarters, 
Windsor Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York. 

SouTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 27, 
1923. Headquarters, Windsor Hotel. John 
Donnan, secretary-treasurer, Richmond, Va. 

WesTeRN RETAIL IMPLEMENT AND HARD- 
WARE CONVENTION, Kansas City, Jan. 16, 
17, 18, 19, 1928. H. J. Hodge, secretary, 
Abilene, Kan. 

SourH DaKoTa RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Coli- 
seum, Jan. 16, 17, 18, 19, 1923. H. O. Rob- 
erts, secretary, 1120 Metropolitan Life 
Building, Minneapolis, Minn. 

Twxas HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 23, 24, 25, 
1923. A. M. Cox, secretary, 822 Dallas 
County Bank Building, Dallas, Tex. 

MounTAIN STATES HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Denver City Auditorium, Denver, 
Col., Jan. 23, 24, 25, 1923. W. W. McAllis- 
ter, secretary-treasurer, Boulder, Col. 

Kentucky HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Louisville, Jan. 
23, 24, 25, 26, 1928. J. M. Stone, secretary, 
202 Republic Building, Louisville. 

West VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Huntington, 
Jan. 30, 31, Feb. 1, 1928. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

INDIANA RETAIL HARDWARE ASSOCIATION, 
INc., CONVENTION AND EXHIBITION, Indian- 
apolis, Jan. 30, Feb. 1, 2, 1923. G. F. 
Sheely, secretary, Argos, Ind. : 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, The Auditorium, 
Oklahoma City, Okla., Jan. 31, Feb. 1, 1923. 
W. A. Clark, secretary-treasurer, 209% 
West Main Street, Oklahoma City. 

IDAHO RETAIL HARDWARE AND IMPLEMENT 
DBALERS’ ASSOCIATION CONVENTION, Boise, 
Jan. 31, Feb. 1, 2, 1923. E. EB. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Norfolk, Feb. 7, 8, 9, 1923. 
Thomas B. Howell, secretary, Richmond. 


American Sheet & Tin Plate Co. 
Booklet 


The American Sheet & Tin Plate Co., 
Frick Building, Pittsburgh, Pa., has just 
issued an interesting booklet, entitled 
“The Testimony of a Decade,” in which 
are set forth the results of service tests 
of the company’s Keystone copper steel 
alloy for sheet and tin mill products. 
The subject matter of this booklet is 
presented in an interesting and con- 
vincing manner, the text being ilius- 
trated with a photograph and chart. 


National Brass Co. Catalog 


The National Brass Co., 1601-1609 
Madison Avenue and Eugene Street, 
Detroit, Mich., is now distributing a 
catalog descriptive of its line of wrought 
and cast brass door and drawer pulls, 


NEBRASKA RetTar. HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Omaha, Feb. 
6, 7, 8, 9, 1928. Headquarters, Rome Hotel. 
Exhibition at Auditorium, George H. Dietz, 
secretary, Little Building, Lincoln. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 6, 7, 8, 9, 1923. Karl S. Judson, ex- 
hibit manager, 248 Morris Avenue, Grand 
Rapids; A. J. Scott, secretary, Marine City. 

Paciric NORTHWEST HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Spo- 
kane, Feb. 7, 8, 9, 1923. E. B. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION, Milwaukee Auditorium, Feb. 7, 8, 9, 
1923. George W. Kornley, manager of ex- 
hibits, 1476 Green Bay Avenue, Milwaukee. 
P. J. Jacobs, secretary-treasurer, Stevens 
Point. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Feb. 12, 13, 14, 15, 16, 1923. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

On1I0 HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cleveland, Feb. 13, 
14, 15, 16, 1923. Exhibition in the new 
Municipal Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 13, 14, 15, 1923. L, D. 
Nish, secretary-treasurer, Elgin, Ill. 

Iowa Rerau. HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 13, 14, 15, 16, 1923. A. R. Sale, secre- 
tary, Mason City. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 14, 15, 16, 1923. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

NortTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 14, 15, 16, 1923. C. N. Barnes, 
secretary, Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Palace 
Hotel, San Francisco, Feb. 19, 20, 21, 
1923. Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 





handles, hinges, straps, escutcheons, 
casement fasteners, casement window 
adjusters, knockers and kindred articles. 
The catalog, which is unusually com- 
prehensive in its scope, is profusely 
illustrated in the new catalog, which 
contains 322 pages, and is well printed. 


New Catalog of Corbin Lock Co. 


The new general catalog of the Cor- 
bin Cabinet Lock Co., New Britain, 
Conn., contains a number of new items 
which have not been previously listed. 
The catalog is an impressive volume, 
containing more than 684 pages. It is 
excellently printed and bound, and de- 
scribes by means of text and illustra- 
tions the company’s extensive line of 
eabinet locks, padlocks, trunks and 
suit case locks and trimmings, automo- 
bile locks for all purposes, keys and 
key blanks, miscellaneous hardware 


MissourRI Reraw, HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Planters 
Hotel, St. Louis, Feb. 20, 21, 22, 1923. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

New York State RETA, HARDWARB 
ASSOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 20, 21, 22, 23, 1923. Head- 
quarters, Powers Hotel, Sessions and Ex- 
positions at Exposition Park. John B. 
Foley, secretary, City Bank Building, Syra- 
cuse, N. Y. 

MINNESOTA RETAIL HARDWARE ASSOCTA- 
TION CONVENTION, Duluth, Feb. 20, 21, 22, 
23, 1923. H. O. Roberts, secretary, 1120 
Metropolitan Life Building, Minneapolis. 

NEW ENGLAND HARDWARE DEALERS’ Asso- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 21, 
22, 23, 1923. George A. Fiel, secretary, 10 
High Street, Boston. 

SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Fullerton, Feb. 
27, 28, 1923. H. L. Boyd, secretary, San 
Fernando Building, Los Angeles. 

CONNECTICUT HARDWARB ASSOCIATION CON- 
VENTION (place to be announced later), Feb- 
ruary, 1923. H. S. Hitchcock, secretary, 
Woodbury. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION, Columbia, S. C., May 8, 9, 10, 
11, 1923. T. W. Dixon, secretary-treasurer, 
Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May, 1923. (Place to be 
announced later.) L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little 
Rock. 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, Richmond, Va., June, 1923. 
Herbert P. Sheets, secretary-treasurer, 
Argos, Ind. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, COv- 
ering Tennessee, Alabama, Georgia and 
Florida. Atlanta, Ga., May 15, 16, 17, 18, 
1923. Walter Harlan, secretary-treasurer, 
701 Grand Theater Building, Atlanta, Ga. 

MIssissIPpPI1 RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION. (Date 
and place to be announced later.) H. S. 
Chilton, se¢retary-treasurer, Starkville. 


and post office outfits and supplies. 
For the purpose of expediting refer- 
ence, the new catalogue is thoroughly 
indexed, the prices of the various items 
being given in the index tables. The 
book also contains a number of colored 
plates illustrating the company’s stock 
cabinets and display assortments of 
padlocks. An interesting illustrated 
description of the construction and op- 
erating principles of the Corbin Pin- 
Tumbler Cylinder Locks is included in 
the volume. 


Fred J. Meyers Co. 

The Fred J. Meyers Mfg. Co., Ham- 
ilton, Ohio, is now distributing to the 
trade its Catalog No. 66, in which its 
line of wire, iron, brass and bronze 
products, including its door and win- 
dow guards and railings, are fully de- 
scribed. 
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| Notes of the Retail Hardware Trade 








EL Dorapo, ARK.—Turnage, Goode 
& Caruthers have commenced business 
here, dealing in the following, on which 


catalogs are requested: Automobile 
tires, bathroom fixtures, bicycles, 
builders’ hardware, churns, crockery 


and glassware, cutlery, flashlights, fish- 
ing tackle, guns and ammunition, 
harness, heating stoves, mechanics’ 
tools, paints, oils, varnishes and glass, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods 
and stoves and ranges. 

Monrovia, CAL. — The Monrovia 
Hardware Co., 107 West White Oak 
Street, requests catalogs on a line of 
sporting goods. 

Cresco, Iowa.—The Cresco Hard- 
ware Co. has taken over the stock of 
the Maruska-Burest Hardware Co. 

CovINGTON, Ky.—The Hegener Hard- 
ware Co., 716-718 Madison Avenue, 
will remodel its new store building at 
a cost of about $16,000. The structure 
will be 30x105 ft., two stories, and base- 
ment. A line of china, crockery and 
glassware has been added, on which 
catalogs are requested. 

AUBURN, Mr.—Leslie E. Jacobs has 
bought the James Elms’ stock at 21 
Court Street and will continue it under 
the name of the Elms’ Hardware Co. 
The business is both wholesale and re- 
tail. 

CHARLOTTE, MicH.—H. P. Kutsche 
has disposed of his stock to the Munger 
Hardware Co. 

DETROIT, MicH.—The Myrtle Hard- 
ware & Supply Co. has opened a store 
at 2051-2057 Myrtle Street. 

LAUREL, Miss.—M. A. Sherrill has 
purchased an interest in the hardware 
business of J. A. Trest, and the name 
has been changed to the Trest-Sherrill 
Hardware Co. Catalogs requested on 
automobile tires, auto storage batteries, 
barn equipment, bicycles, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, flashlights, fishing tackle, fur- 
naces, gasoline engines, glass, ham- 
mocks and swings, heavy hardware, 
incubators, insecticides, marine hard- 
ware, mechanics’ tools, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, prepared roofing, rope and 
twine, seeds and fertilizers, shoe find- 
ings, silverware, sporting goods and 
stoves and ranges. 

OMAHA, NEB. — The Harrington 
Hardware & Furniture Co., 8501 North 
Thirtieth Street, has succeeded to the 
business of Harrington & Leaming. 

ATLANTIC City, N. J.—H. Hoffman 
& Sons have commenced business at 
1809 Atlantic Avenue, carrying both a 
wholesale and retail stock of the fol- 
lowing: Builders’ hardware, building 
paper, crockery and glassware, cutlery, 


garage hardware, heating _ stoves, 
heavy hardware, kitchen cabinets, 
kitchen housefurnishings, mechanics’ 


tools, paints, oils, varnishes, prepared 
roofing, refrigerators, shelf hardware 
and stoves and ranges. Catalogs re- 
quested on builders’ hardware. 
CEDARVILLE, N. J.—J. L. Danzen- 
baker & Son are successors to J. L. 
Danzenbaker. Their stock comprises 





automobile accessories, automobile 
tires, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, cutlery, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, gasoline engines, guns and 
ammunition, hammocks and _ tents, 
harness, heating stoves, heavy hard- 
ware, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oilcloth, lubricating oils, paints, oils, 
varnishes and glass, plumbing depart- 
ment, prepared roofing, shelf hardware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, vulcanizing de- 
partment and washing machines. 

ELIZABETH, N. J.—Frank F. Hess 
has opened a hardware store at Madi- 
son Avenue and Meadow Street, carry- 
ing a complete line of hardware, paints 
and automobile accessories. 

KEANSBURG, N. J.—E. L. Woods has 
disposed of his stock to John L. Powell 
& Sons, 210 Main Street. The new 
owners have added a line of marine 
hardware and supplies, and request 
catalogs on crockery and glassware, 
bathroom fixtures and cutlery. 

CORNWALL, N. Y.—Conning & Cocks 
have bought the hardware department 
of the Cornwall Industrial Corp., con- 
sisting of automobile accessories, auto- 
mobile tires, builders’ hardware, churns, 
crockery and glassware, cutlery, farm 
implements, flashlights, fishing tackle, 
garage hardware, guns and ammu- 
nition, heavy hardware, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing and sporting goods. 

GLENS FALLs, N. Y.—The Call Hard- 
ware Corporation, 149 Glen Street, has 
purchased the Whipple & Sherman 
stock, and added a line of sporting 
goods. 

JOHNSON City, N. Y.—Lewis & 
Scully, 288 Main Street, successors to 
Abrams & Lewis, request catalogs on 
a line of sporting goods and cutlery. 

UNION Sprincs, N. Y.—Frank S. 
Tryon now owns the stock of the 
Daggett-Tarnow Hardware Co. The 
interior of the store has been remodeled 
and improved, and a line of bicycles 
and accessories, sporting goods, etc., 
added. Catalogs requested on bicycles, 
sporting goods and fishing tackle. 

COLUMBIANA, OH10.—Keller’s Hard- 
ware, 105 South Main Street, is suc- 
cessor to Keller Bros. 

New VIENNA, OHI0.—Stanley_ E. 
Harris has bought the M. R. Harris & 
Son stock. Several improvements have 
been made in the store, including the 
rearrangement of stock, new display 
racks, etc. 

ARDMORE, OKLA.—Collier Bros. have 
opened a store at 128 Main Street, 
carrying a stock of the following, on 
which catalogs are requested: Builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, flashlights, fishing tackle, guns 
and ammunition, hammocks and swings, 
harness, heavy hardware, incubators, 
housefurnishings, linoleum and oilcloth, 
luggage (trunks, handbags), paints, 
oils and varnishes, refrigerators, rope 
and twine, silverware, sporting goods, 


stoves and ranges, toys, games and 
washing machines. The eoncern also 
operates branch stores at Ringling, 
Wilson, Healdton, Devol, Okla., and 
Burkburnett, Tex. 

CLEARFIELD, PA..—-The Dufton Hard- 
ware Co., wholesaler and retailer, is 
installing a new store front. 

Du Bots, Pa.—Moulthrop Brothers, 
225 West Long Avenue, have succeeded 
the firm of Moulthrop Bros. & Co. 
Their business is both wholesale and 
retail. 

GETTYSBURG, PA.—Chester A. Leas, 
207 Baltimore Street, is discontinuing 
business here. 

WASHINGTON, Pa.— The hardware 
store of George L. Hayes has been sold. 
The Phoenix Hardware Co., 50 North 
Main Street, is the purchaser. 

WILKES-BARRE, PA. — MacWilliam’s, 
Public Square, have recently opened a 
sporting goods department. 

DaLLas, TEx.—The Hooker Hard- 
ware Co. has commenced business at 
1407 Elm Street, carrying both a 
wholesale and retail hardware stock, 
on which catalogs are requested. 

McKINNEY,. TEX.— The Woodruff- 
James Hardware and Implement Co., 
successor to Trout, Woodruff & James, 
requests catalogs on a general line of 
hardware. 

San BeniTo, Tex.—The Farmers’ 
Hardware & Furniture Co. has been 
incorporated with a capital of $30,000 
to deal in bicycles, builders’ hardware, 
crockery and glassware, cutlery, dairy 
supplies, flashlights, fishing tackle, 
gasoline engines, guns and ammunition, 
hammocks and swings, harness, in- 
cubators, housefurnishings, linoleum 
and oilcloth, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
poultry supplies, pumps, refrigerators, 
rope and twine, sporting goods, stoves, 
ranges and washing machines. 

MONKTON, VT.—The stock of G. C. 
Farr has been destroyed by fire. A 
new stock has been put in, and catalogs 
are requested on a general line of 
hardware. 

WILLIAMSTOWN, W. VA.—The Wil- 
liamstown Hardware Co. has purchased 
the Square Deal Hardware Co. stock 
and added a line of guns and harness. 
Catalogs requested on general hard- 
ware. 

MANITowoc, Wis.—The_ stock of 
Charles Kieselhorst, 1003 Washington 
Street, has been sold to the South Side 
Hardware Co., which requests catalogs 
on automobile accessories, automobile 
tires, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
clocks and watches, cutlery, dairy sup- 
plies, electrical specialties, electrical 
supplies, flashlights, fountain pens, fish- 
ing tackle, furnaces, garage hardware, 
gasoline, glass, guns and ammunition, 
heavy hardware, insecticides, house- 
furnishings, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
picnic equipment, poultry supplies, pre- 
pared roofing, refrigerators, rope and 
twine, seeds and fertilizers, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys, games and washing ma- 
chines. 





